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43 PER CENT GAIN 
in Surplus 7 = C cma 


% Since the Phoenix Mutual announced a new Surplus Line contract in 
July, 1944, premiums on this type of business and resulting commissions 
have gained 43 per cent. Based. on the first six months of 1945, the gain 
is even larger. 


Here are some of the reasons for this increase: 


1. ATTRACTIVE FIRST YEAR COMMISSIONS. Graded scale up 
to 55 per cent for Ordinary Life. 


$: HIGH RENEWAL RATES in the early years before lapses and 


claims can have maximum effect. 


CHOICE OF RENEWAL METHODS — one designed to pay extra 
compensation for quality business — the other to compress renewal 
payments into three years of much larger commissions. 


VERY WIDE COVERAGE. Phoenix Mutual policies are most 
liberal. Dividends are paid the first year. Disability coverage and 
Double Indemnity are available. Choice of policy forms extends from 
a full line of Retirement Income Pians to Terms, renewable to age 60. 


5. WELL KNOWN COMPANY. A nationally advertised institution, 
the Phoenix Mutual is a trade name which has been a symbol of 
sound life insurance for nearly a century. 


You will find it very much to your advantage to inquire about Phoenix 
Mutual’s new commission contracts for surplus line agents. To get the 
facts, phone the nearest branch office of the company, or write at once to 
the Home Office in Hartford, Connecticut. P 
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HE could plant a seed, a sprout, or a sprig... 
S and it came up tall and flourishing. She could 
walk into a garden and sort of look it over... 
straighten a stalk here, pat the earth there, spread 
a little of her love and wisdom around... and 
the garden grew like magic. 

Sometimes I think mother could have planted 
a telegraph pole — and made it grow palm leaves! 
The neighbors came from all around to see her 
famous fern. The men, even, hung over the fence 
and asked advice on a plant or a row of beans 
that was poorly. 

Yes, mother had a green thumb all right. Like 
some people, she had the same knack with life it- 
self. Those people do, with their own living, what 
mother did with her garden and her window pots. 
They see what’s wanted, whether it’s sun or shade 
or what. They have that invaluable knack of 


mother’s, made up of love and wisdom... 

People like that — the people who have the 
way of living — always know about life insurance. 
They know life insurance makes for security and 
happiness in their lives. People like that — and 
this is the love — provide for their families in the 
finest, most devoted way there is: by making sure 
that there is a continuing income, whatever hap- 
pens. And people like that — this is the wisdom 
— study the difference between life insurance 
companies, find out which one can mean the 
most to them. They are the ones who choose 
Northwestern Mutual. 


WHY NORTHWESTERN MUTUAL 


The difference between life insurance companies 
is of vital importance when planning or buying 
the kind of independence that only life insurance 


brings. Do these two things: (1) see your North- 
western Mutual agent and let him tell you what 
that difference means to you; and (2) talk with 
any of our policyholders, for they can tell you 
why no company excels Northwestern Mutual in 
that happiest of all business relationships — old 
customers coming back for more. 


te Northwestern 
Mutual Founded 1857 


Life Insurance Company 
MILWAUKEE 2, WISCONSIN 


though 
nature 
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FIC Angle Looms 
In Memorandums of 
All-Industry Group 


Clayton, Robinson-Patman 
Acts Cause Little Concern; 
Group Meets This Week 


NEW YORK—Not quite all of the 
15 insurance groups that were sched- 
uled to exchange memorandums on the 
Clayton, federal trade commission, and 
Robinson-Patman acts got their treat- 
ises in the hands of the other groups 
in time to permit detailed study in ad- 
vance of the meeting of the all-industry 
committee here this week at the Wal- 
dorf-Astoria, but it appears that the 
F.T.C. act is uppermost in the minds of 


those who feel that any of these three 
laws will affect the operations of their 


oup. 

The interlocking directorate portion 
of the Clayton act is getting some 
thought, but the Clayton act is in the 
nature of an amendment to the Sherman 
act and it is believed that whatever is 
done to take care of the Sherman act 
can be applied to the Clayton act too. 


Publicity Is Big Club 


The fact that the federal trade com- 
mission is given such broad powers of 
initiating and conducting investigatons 
and issuing “cease and desist’ orders, 
together with its impressive record of 
getting the courts to uphold its orders, 
seems to weigh heavily with a good 
many of the insurance groups. The fed- 
eral trade commission’s big weapon is 
the unpleasant publicity it can give any 
company or group it chooses to go 
after. Its “cease and desist” orders have 
no legal force but if anyone defies them 
he is taken to court and there is further 
publicity. Not all of the F.T.C.’s orders 
have been upheld, but the odds, based 
on experience, are heavily in favor of the 


Ray Murphy Is Chairman 


Among those groups which had got 
their briefs into the hands of their 
fellow committee members by last week 
end were Life Insurance Association of 
America and American Life Convention 
joint memorandum); National Board 
of Fire Underwriters, Association of 
Casualty & Surety Executives, National 
Association of Insurance Agents (pre- 
liminary memorandum, filed in May), 
American Mutual Alliance, National As- 
sociation of Insurance Brokers, Na- 
tional Fraternal Congress, National As- 
sociation of Independent Insurers, which 
was organized only recently to represent 
the non-affiliated companies; Health and 
Accident Underwriters Conference, and 
Associated Factory Mutuals. 

Ray Murphy, general counsel Associ- 
ation of Casualty & Surety Executives, 
was selected as chairman of the session. 
. G. Wood, special assistant to Presi- 
dent T. I. Parkinson of Equitable So- 
Ciety, was chosen to act as secretary. 
A. V. Gruhn, general manager Ameri- 
can Mutual Alliance, who has_ had 
charge of arrangements for the commit- 
tee, was unable to be present for the 
first days’ session and it appeared doubt- 
full that he would be here for the sec- 
ond day. 

The first day was devoted principally 
to discussion on constitutional law cov- 
ering the points involved but the aim 

(CONTINUED ON PAGE 11) 


Safeguard Lies in 
Avoiding Basis for 


Justified Criticism 


NEW YORK—Life insurance by its 
very nature highly charged with public 
interest, is a business that is definitely 
subject to attacks by public authority 
and when such attacks come in the 
future, as they will doubtless come, no 
resort to constitutional rights and no 
standing on the record of the past will 
prove to be an adequate defense, J. 
Roger Hull, vice-president and man- 
ager of agencies of Mutual Life, de- 
clared at the concluding session of the 
two week school of management of 
the Sales Research Bureau. 

Mr. Hull said that the only adequate 
defense will be that the companies’ 
management, from the top down, will 
have done such an outstanding job for 
the benefit of policyholders that no 
one can find cause for justified criticism. 
If it is found that the interests of the 
policyholders and the public have been 
in good hands, there will be no call for 
anyone to demand a change. 


Pay More Money for Good Job 


Talking on “Management in Action,” 
Mr. Hull at the request of Lewis W. 
S. Chapman, who ran the school for 
the bureau, described Mutual Life’s 
training program and its development, 
the managers’ compensation program, 
the agents’ compensation program, the 
training of new men, and the compen- 
sation of supervisors. 

He said that the program had gone 
far enough to justify the philosophy of 
paying more money for a good job and 
less for a mediocre one. He said that 
a manager should not be paid for one 
thing and told to do something else, 
specifically that a manager should not 
be paid on a basis of volume and be 
told to build an agency of career agents. 

There is no difference, Mr. Hull said, 
between the objectives of a company, 
an agency or an agent except in point 
of size of operations. He said Mutual 
Life is seeking “a satisfactory volume 
of quality business at a proper cost 
from a corps of well trained under- 
writers.” 

Defining the term “satisfactory vol- 
ume” Mr. Hull said he meant enough 
to maintain the level of insurance in 
force, plus a normal gain. 


Mich. Tax Test Suit 
Set for This Week 


LANSING, MICH.—tTest litigation 
instituted by Prudential and Massachu- 
setts Mutual Life, challenging constitu- 
tionality of Michigan’s premium tax law, 
is set for trial this week before Circuit 
Judge Leland W. Carr of Ingham 
county 

Maurice Moule, assistant attorney- 
general, who is advisor to the insur- 
ance department, is handling the case 
for the state, while Edward P. Wright 
of the Detroit law firm of Dickinson, 
Wright, McKean & Cudlip, will repre- 
sent the companies. Mr. Moule said 
counsel have stipulated most of the 
facts so that time spent in presentation 
of issues and arguments in court should 
be minimized, probably making pos- 
sible completion of the trial within a 
maximum of two days. It is anticipated 
that no immediate decision will be forth- 
coming, the probability being that the 
court will take the matter under advise- 
ment and prepare an opinion later. 

While Prudential won a round in a 
similar suit in Indiana county court, Mr. 
Moule said he was encouraged by the 
fact that the decision was divided 3 to 
2, indicating possibility of a supreme 
court reversal. 





Deaths Increase 
Among Holders of 
Large Policies 


A marked increase in deaths in the 
last year among holders of large life 
insurance policies indicates that Ameri- 
can business executives are paying the 
toll of the stress and strain of heavy 
wartime responsiiblities, according to 
Joseph H. Reese, general agent of the 
home office agency of Penn Mutual 
Life, who addressed the second ad- 
vanced life underwriting school spon- 
sored by the Connecticut Life Under- 
writers Association and the School of 
Business Administration of the Univer- 
sity of Connecticut. The sessions are 
being held this week on the campus of 
the University at Storrs, Conn. 

“The strain on industrial executives 
has been increasingly heavy due to the 
war,” Mr. Reese said, “and home front 
casualties have been reflected equally 
in other fields, notably among physi- 
cians. 

“In our company during the last year 
there was a marked increase in deaths 
among holders of large amounts of in- 
surance,” Mr. Reese said. “In fact, 
death claims among men under age 65 
who had $50,000 or more of insurance 
increased by more than 65%. Death 
payments increased from $2,000,000 in 
1943 to well over $3,250,000 in 1944. 
These fatalities among important high- 
powered executives serve to emphasize 
the increased need today for key-man 
insurance. This type of insurance will 
be even more important in the postwar 
period when key-men will be needed to 
set in motion the vital reconversion pro- 
grams so necessary if full employment 
levels are to be maintained in America.” 

The social influence of life insurance 
in the postwar period and the ex- 
panding use of pension trust plans as 
a supplement to social security will be 
important factors in the postwar na- 
tional economy, Mr. Reese stated. Since 
the life insurance curve follows that 
of the national economy, the future 
“looks extraordinarily optimistic,” he 
declared. 

Mr. Reese, who is a trustee of the 
American College of Life Underwriters, 
spoke at the business insurance ses- 
sions. 

There are 60 life insurance men in 
attendance at the school, which devotes 
its attention to a study of the problem 
of advanced life underwriting, business 
life insurance, pension trusts, wills and 
taxation. 


McMonigle, Insurance Man, 
Idaho Insurance Director 


Edward McMonigle has been ap- 
pointed Idaho director of insurance. He 
was formerly a local agent in Boise and 
at one time was vice-president of the 
Idaho .Association of Insurance Agents. 
He then entered military service from 
which he was discharged about a year 
ago. Since then he has been special 
agent of General of Seattle. 


Capt. Hanson Resumes Post 


as Ill. License Supervisor 


Capt. H. Walter Hanson, Jr., of the 
army air corps has been retired from 
active duty at Scott Field, Ill., parent 
radio school of the AAF training com- 
mand, and has returned to his home 
at Springfield, Ill., and resumed his old 
insurance department post as license 
supervisor. 

He formerly was an attorney there, 
and also was supervisor of the agents 
and brokers license division of the in- 
surance department from which position 
he received a leave of absence Aug. 2, 
1942, from Governor Green when he 
began military duty. : 


Col. Hill German 
Insurance Director 
Under Allied Group 


Lt. Col. Pullen Is 
Named New Army 
Insurance Chief 


WASHINGTON—Col. Reese F. Hill, 
who organized and built up the War 
Department’s contract insurance divi- 
sion, has been ordered to Germany to 
serve as director of insurance under the 
allied control commission in that coun- 
try. He and State Department repre- 
sentatives will work towards de-Nazifi- 
cation and decartelization of the German 
insurance industry. 

Lt. Col. W. E. Pullen, formerly of 
U. S. Fidelity & Guaranty, Baltimore, 
succeeds him as chief of the contract 
insurance division in which he has been 
serving as assistant chief. 

Col. Hill, now on leave of absence 
here until Aug. 13, is expected to leave 
for Germany next week, probably Aug. 
14. Pending an official announcement 
from the War Department, he is not 
in position to discuss his new assign- 
ment or his prospective work. 

After he gets established in Berlin, 
some of Col. Hill’s associations in office 
here expect to be called over to assist 
him in his job. Maj. James Hamilton 
and Maj. Arthur Kuenkler are men- 
tioned in this connection. 

The new director of German insur- 
ance is expected to try to get the Ger- 
man insurance industry operating in 
such a way as to prevent it taking in 
too many American dollars. The allies 
are represented as wanting American 
and British insurance interests to get 
their share of the business in Germany. 


Reinsurance Cartel 


There are many German insurance 
companies, some of them in Germany, 
others operating from Switzerland, 
Sweden and possibly other countries. 
The German industry heads up in a 
gigantic over-all reinsurance cartel. Ger- 
man cartels are anathema to allied au- 
thorities, both military and economic, 
who propose to break them up, as far 
as possible. 

Col. Hill’s orders came as a surprise 
to industry representatives here who 
knew that a request made by allied 
military authorities last winter for his 
assignment to duty with the allied con- 
trol commission had not been granted 
or approved by qualified higher up of- 
ficers in the War Department here. 

More recently, however, it is under- 
stood that the request was renewed by 
Gen. Eisenhower, United States repre- 
sentative on the commission, through his 
deputy, Lt. Gen. Lucius Clay. Clay 
was formerly chief of staff to Gen. 
Somervell, head of the army service 
forces, under which comes the contract 
insurance division, so he knew about 
Hill and his work. The second request 
coud! not be denied. 


Missouri Department Actuary 

Superintendent Scheufler of the Mis- 
souri department announces that Theo- 
dore Stalzer of Jefferson City, Mo., who 
for a number of years at different times 
has served in the Missouri department 
will act as consulting actuary when R. 
G. Diepenbrock the department actuary 
joins the North American Accident at 
Chicago to take charge of its life insur- 
ance department. 
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U. C. prospecting pulls... 
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OU’D be interested in the results of a recent 
test, made to gauge the effectiveness of U. C. 
mailings to prospects. 


Records were kept on 36,000 mailings of standard 
circularization letters, sent to prospects selected by 
U. C. agents in the field. To date, 4,300 replies 
have been received—an 11 2/3% return! Agents 
following these leads have already closed more than 
$1,000,000 of business—with 700 more good pros- 
pects still to close and over 1,000 names yet to 
contact. Individual sales have run as high as 


$50,000. 


Here’s real proof of the effectiveness of Union 
Central’s sales help to its men in the field. 


The UNION CENTRAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


Over $500,000,000 in Assets 








May Reduce Rates for ATC 
Cover on Flights Within U. S. 


WASHINGTON—Premiums for trip 
accident coverage for passengers on air 
transport command and naval air trans- 
port service planes wholly within the 
continental United States, under the In- 


demnity of North America-Marsh & 
McLennan program, may be revised 
downward, it appears from regulations 


or instructions issued by NATS. 

One of these documents, signed by 
James E. Dyer, NATS command, At- 
lantic wing, states that “recent develop- 
ments indicate” that such premiums 
“may be subject to some downward re- 
vision, and the insurance underwriters 
are currently engaged in preparing a 
revised set of premiums,” applicable to 
naval air transport travel wholly within 
the United States. “When such re- 
vised premiums and application forms 
are ready for distribution, instructions 
and procedures will be modified accord- 
INQ ces 

Meanwhile the program as originally 
approved by the navy, with application 
forms, rates,’ etc., is applicable for do- 
mestic as well as foreign travel, the 
Dyer instructions state. 


Another Directive 


Similar statements are made in a 
directive by J. W. Reeves, Jr.. NATS, 
Oakland, Cal. He wrote that subse- 
quent to the printing of application form 
No. 1-AT, developments indicated that 
“premiums for coverage for travel on 
NATS or ATC” entirely within this 
country may be subject to downward 
revision and that the underwriters are 
preparing a revised set of premiums 
applicable to U. S. travel. 

“Such rates when issued will be taken 
care of by a separate application form, 
which will be used for domestic travel 
only,” the Reeves directive continues. 
“The foregoing should not hold up the 
placing of this insurance coverage into 
effect throughout NATS as the revised 
rates for domestic use will be issued at 
a later date.” 

The navy’s instructions make it clear 
that the new air trip accident policy ‘‘on 
a purely optional and voluntary basis” 
is available to all passengers on NATS, 
but that “crew members and passen- 
gers traveling on NATS ferry aircraft,” 
are not eligible. 


Coverage of Policy 


The policy affords coverage, accord- 
ing to navy instructions, “in the event 
of loss of life, loss of limb, or loss of 
sight as the result of an accident occur- 
ring while being transported as passen- 
gers in any sea, land, or air conveyance 
or while boarding or alighting there- 
from on a trip or trips originating or 
continuing with NATS or ATC, or 
while .at any airport, railroad station, 
steamship dock or other transportation 
terminal while transferring or awaiting 
transfer from one conveyance to an- 
other, or while being transported to 
or from any airport, railroad station, 
steamship dock or other transportation 
terminal as part of such trip or trips.” 

The NATS directives state that the 
proper procedures in connection with 
the trip accident insurance handling will 
be incorporated in NATS manual of in- 
structions; that limited supplies of ap- 
plication forms and display signs have 
been received and distributed, also mate- 
rial describing the insurance and detailed 
procedures. 


Indoctrination of Personnel 


It is made clear that all naval air 
priority offices and officers and air trans- 
port offices and officers were to be 
equipped to apply the insurance cover- 
age to passengers when processing them 
in priority offices. Squadron commanders 
are directed to insure indoctrination of 
personnel in proper methods of handling 
the insurance. 

“Under no circumstances shall NATS 
personnel solicit the purchase of insur- 
ance or attempt in any manner to sum- 


marize or interpret the provisions of the 
policy,” says the Dyer directive. ‘An. 
swers to questions regarding insurance 
should be limited to its availability or 
the mechanics of completing applica. 
tions therefor. Familarity with the pro- 
visions of the policy should be acquired 
by the passenger himself, through study 
thereof; the decision as to whether or 
not insurance is taken out, should be 
made by the passenger without the ad- 
vice or guidance of NATS personnel,” 

Such personnel may not accept cash 
in payment for policies. All concerned 
are “directed to disregard the provisions 
of instruction No. 7 appearing on the 
inside cover of the trip accident insur- 
ance application pads issued by Indem. 
nity of North America.” 

If state or foreign officials where air 
transport and naval air priority offices 
are located “object to the issuance of 
the application for this insurance,” the 
Dyer directive states, a “report of the 
objection together with reasons therefor 
should be referred promptly to the office 
of the general counsel of the Navy De- 
partment. .. .” The Reeves directive 
contains a similar provision. 

NATS passengers desiring the trip 
accident coverage are required to com- 
plete application in quadruplicate. In- 
structions say that “decision to avail 
himself of such insurance is solely the 
responsibility of the passenger.” Pas- 
sengers must pay by check or money 
order. 

Applications will be checked by naval 
officers on the ground for correctness 
and to guard against possible disclosure 
of restricted military information. Such 
officer will sign as witness. Passen- 
gers are instructed in folding and mail- 
ing of application with remittance, which 
is dropped into a locked box. The 
officer will certify to such mailing and 
give the passenger forms to retain him- 
self arid to mail to his beneficiary. 

The air transport officer or naval air 
priority officer keeps a record of applica- 
tions in a permanent file and lists re- 
quired information on each pad of forms. 
He is instructed to mail at the close of 
each month the recapitulation record to 
Marsh & McLennan, Inc., Washington. 


Neb. Quarter Million 
Group Elects 


The Nebraska Quarter Million Round 
Table at a meeting in Omaha elected 
the following officers: 

General chairman, John Diestel, Fre- 
mont, Equitable Society; vice-chairman, 
Kermit Erickson, Arcadia, New York 
Life, and Colton Smith, Lincoln, North- 
western Mutual, and secretary-treasuref, 
Lloyd Clark, Omaha, Connecticut Mu- 
tual. 

Frank A. McDevitt, manager of Gen- 
eral American Life, Omaha, spoke on 
“Taxes As They Affect All Types of 
Life and Business Insurance” at the 
afternoon session. In the evening after 
the banquet, Ned C. Patrick, general 
agent of Massachusetts Mutual, Omaha, 
discussed “Pension Trust”. The last 
part of the afternoon session was 2 
general round-table discussion at which 
time ideas used by members were in- 
troduced. 

The 56 members have an average of 
13.78 years in the business, and average 
total production including brokerage 
business for the past year was $388,390. 
Average total personal life insurance 
owned was $323,676. 





The home office agency took first 
honors among the agencies of Ohio 
State Life in July new business. The 
agency also leads for the year. R. 
Leuzinger is the manager. D. A. Sheid- 
ler, Columbus agency, was first among 
the individual producers. 
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New Unique Manual Rules on Cost Allocation 
Comes from Press: Is Under Joint Pension Plans 


Completely Revised 


Annual Compilation 
Provides Answers to Most 
Life Insurance Questions 


In its 1,536 pages of closely compiled 
facts and figures regarding 399 life in- 
surance companies, the new 1945 Unique 
Manual Digest recently published by 
THe NATIONAL UNDERWRITER provides 
the answer to practically any question 
about life companies, their contracts, 
or rates, values, dividends, costs and 
settlement options, that a field man may 


ever want or need. 

Treating all phases of life insurance 
statistics, the new Unique Manual— 
now in its 47th annual edition—is un- 
questionably the most comprehensive, 
single compilation on American legal 
reserve life insurance that is published. 
In four main sections, it presents (1) 
a very complete picture of everything 
of consequence regarding companies, 
(2) the details of the policy contracts, 
(3) full information regarding costs and 
values, and (4) the special programming 
section of over 100 pages. No other 
reference work attempts to cover all 
these subjects in a single volume. 


New 214% and 3% Tables Are Shown 


For the first time in the Unique Man- 
ual’s programming section, the new 
24% and 3% commissioners standard 
ordinary adjusted premiums and mini- 
mum cash values are shown for the 
whole life, 20 pay life, endowment at 
65 and endowment at 85 contracts, in- 
cluding the values at ages 50, 55, 60 
and 65. Here also, for the first time, 
in the very broad treatment of settle- 
ment options and the incomes payable 
thereunder, is shown the guaranteed 
interest rates payable under the in- 
terest income options—not only for cur- 
rent issues but for contracts issued many 
years ago. By going back to 1910, the 
incomes payable under all of the usual 
settlement options are shown in this 
section for practically all life insurance 
in force today. 

In the National Underwriter Life In- 
surance Reports section, all of the use- 
ful and official facts and figures con- 
cerning the development and present 
standing of each company—both large 
and small—are presented. These re- 
ports include all of the significant, fac- 
tual information on which to pass judg- 
ment on a company. Here also is the 


‘most detailed analysis of the latest an- 


nual statements available from any 
source except the convention form it- 
self, 


Huge Section on Rates 


More than 1,000 pages in the main 
section of the Unique Manual are de- 
voted to contract, rate, dividend and 
value information, the scope of which 
is not even approached by any other 
publication. Rates are shown.on thou- 
sands of contracts not available else- 
where, dividend and cost data far ex- 
ceed any other compilation, and some 
10 times as much cash surrender value 
information (cash, loan and paid up) 
is provided, as is commonly included 
in smaller reference works. 

Especially helpful, too, is the infor- 
mation on the smaller companies in- 
cluded in this section, and the numer- 
ous sub-sections devoted to the national 
service life insurance, social security, 
juvenile insurance, industrial, war 
clauses, single premium contracts, an- 

(CONTINUED ON PAGE 8) 


XUM 


WASHINGTON — Having received 
requests for advice as to what methods 
of allocating costs among employers 
where two or more of them maintain 
a joint pension or annuity plan for their 
employes, and what methods of allocat- 
ing contributions, where affiliated em- 
ployers maintain a profit-sharing plan 
for their employes, will be acceptable 
for the purpose of determining deduc- 
tions under section 23(p)(1)(A) or (B), 
and section 23(p) (1) (C), respectively, 
Acting Deputy Internal Revenue Com- 
missioner C. B. Allen has replied in 
PS No. 51, parts A and B. 

Part A dealing with allocation of 
costs with respect to a joint pension or 
annuity plans, says the following advice 
applies, “regardless of whether the em- 
ployers are entitled to file consolidated 
or separate returns. 

“1, If it is feasible by separate com- 
putations for each taxpayer to determine 
the separate costs properly attributable 
to each, deductions from the gross in- 
come of each taxpayer must be based 
on the costs so determined. 


Allocation of Combined Costs 


“2. In other cases, allocation of the 
combined costs for past and current 
service among the employers in propor- 
tion to the part of the annual compensa- 
tion of the participating employes of 
each employer which is used as the 
basis for benefits under the plan will 
generally be acceptable. However, such 
method will not be acceptable if the 
terms of the plan or the circumstances 
of its operation make this method clearly 
improper. 

“For example: M and N companies 
establish a pension plan for the benefit 
of their employes, as of Jan. 1, 1945. 
As of that date, the lump sum cost of 


past service benefits .for all employes 
under the plan is computed as $1% 
million and the normal cost for the 
year 1945 is computed as $120,000. Be- 
cause of continual shifting of the em- 
ployes between the two companies, it 
is not feasible to determine by separate 
computations the costs properly attrib- 
utable to each company. The annual com- 
pensation of participating employes of 
M Company is $1,600,000 and for N 
Company $800,000. Accordingly, the 
initial past service costs are allocated 
as $1 million for M Company and 
$500,000 for N Company, and the nor- 
mal cost for 1945 is allocated as $80,- 
000 for M Company and $40,000 for N 
Company. Assuming the terms of the 
plan apply equally to the employes of 
both companies and there are no spe- 
cial circumstances which result in ex- 
ceptionally wide differences in the dis- 
tributions of employes by length of 
service, age, etc., such allocation of 
costs for the first year is acceptable. 
If each year each company pays its 
share of the costs, determined by the 
above method, such method would also 
be acceptable for subsequent years. 


Paying Costs of Other Company 


“Tf, however, M Company pays its 
share of the costs while N Company 
fails to pay its share and allows its 
unfunded past service cost to increase, 
continued allocation of the aggregate 
unfunded past service costs in propor- 
tion to participating payrolls would no 
longer be proper, because if this method 
were continued, M Company would 
eventually be paying pension costs of 
N Company. It would then become 
necessary for each company to carry 
forward its past service base separately. 

(CONTINUED ON PAGE 8) 








Cho Mou Lei, 


and prosperous life.” 


poem is translated: 


old age. 
is important advice. 


And finally two proverbs: 


+ 





From the Chinese 


of the Tai Ping Insurance Company of 
Shanghai, while he was studying life insurance in the home 
offices of American companies a few years ago, told that the 
Chinese symbol for the aims of life insurance is the written 
character “Shoh,” which has the sense of “a long and happy 


He also called attention to a poem by Chu Chen, high 
judiciary and leader in the great Chinese revolution, which 


“As you store up water for irrigation that the young 
sprouts may not dry out, so you save money for your ®wn 
The best way to do this is by life insurance. 
Save little by little, and the reserve will 
grow. Hurry and begin saving while you are young.” 


must fix your roof. If you are prepared, you need not worry.” 
“Store grain for famine. 


—All good advice from our wise old ally, China. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


Here 


“Before the rain starts, you 


Save money for old age.” 


+ 

















Insurance Director 


of Illinois Sees 
Vast Change Ahead 


N. P. Parkinson Declares 
That Insurance Should 
Meet Fairly New Order 


At the luncheon of the insurance 
group of the Union League Club of Chi- 
cago Tuesday the guest of honor and 
speaker was State Insurance Director 
N. P. Parkinson of Illinois. Two vet- 
eran members of the group were present 
—Fred W. Moore who retired some 
years ago as head of Moore, Case, Ly- 
man & Hubbard attended and was es- 
pecially introduced. He spends much 
of his time in Florida. He was guided 
to the meeting by John K. Walker of 
the Moore, Case firm in Chicago and the 
John K. Walker Insurance Agency of 
Hot Springs, Ark. 

Another old timer was Chairman Isaac 
Miller Hamilton of Federal Life of Chi- 
cago, its founder and long time presi- 
dent. The chairman referred to the fact 
that Mr. Hamilton is the sole survivor 
of the company officials that organized 
the American Life Convention, the or- 
ganization of life companies that has its 
executive office now in Chicago. 

Mr. Parkinson referred to the fact 
that this is an age of great development 
and change. There will be new features 
in many directions. He said that insur- 
ance will have to adapt itself to new 
conditions because it must meet the 
needs of the public however changing 
they may be. It will be the function of 
the department to see that insurance is 
properly applied to these new conditions, 
He predicted that there will be new 
types of coverage. Many of the present 
forms will be enlarged and broadened. 


Prefer Intimate Dealings 


Mr. Parkinson gave it as his opinion 
that people will be much better satisfied 
to have their insurance regulated by the 
state instead of the federal government 
because insurance is pretty much of a 
home proposition and people who carry 
insurance desire to deal with officials 
with whom they are acquainted or know 
something about rather than have to go 
to Washington. He said that state su- 
pervision is giving a very good account 
of itself. The state commissioner, he 
said, likes to sit down and talk over the 
subject with insurance men pro and con 
and reach a fair and sincere conclusion. 
The Illinois department, he said, en- 
deavors to learn as much as possible 
about the problems confronting the 
various insurance groups. The insurance 
department officials, he said, are sup- 
posed to be experts in the various lines 
which they supervise. They are held to 
be legislative experts and also legisla- 
tive arbiters because they have to decide 
many differences between companies, 
agents and policyholders and between 
different classes of agents. When legis- 
lation is passed he said it is the duty 
of the department to adjust it to insur- 
ance procedure. 

The department, he said, has been 
able through its influence to defeat some 
undesirable legislation. He said it is 
necessary for the department officials 
to go on record in opposition to certain 
measures but they must do so without 
leaving undue offense. One bill that he 
spoke of was introduced by a represen- 
tative requiring life insurance to make 
loans of any size and charge only 3% 
interest. Another bill was an assigned 
risk plan for fire insurance. Under that 
a person who failed to get insurance 
could appeal to the state and he could 
have his insurance assigned to the pool. 
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Another bill which was defeated pro- 
vided for uniform commissions. He said 
it would be very difficult to decide what 
“uniform” really means. 

Mr. Parkinson referred to the issue 
that has arisen in almost all states re- 
garding taxation. In Illinois domestic 
companies are not taxed but there is a 
2% tax on foreign companies. He said 
the department could not agree to re- 
move this differential. 

He observed that Illinois companies 
are taxed on their real estate and other 
property amounting to about $400,000 
on real estate alone. Therefore he thinks 
that the differential is justifiable be- 
cause the domestic companies’ taxes go 
to many state activities which make the 
business of outside companies far more 
profitable. This, he said, is often for- 
gotten. Take it all in all he thinks the 
tax system in Illinois is fair. 

He recalled that the legislature pro- 
vided for the appointment of a commis- 
sion to study the U. S. Supreme Court 
decision declaring insurance commerce 
and numerous questions growing out of 
that decision. The commission, he said, 
will give very careful study to all these 
features. He said that he is assured that 
the commission will be very fair to all 
interests. 

Mr. Parkinson made a very fine im- 
pression on the members. He was intro- 
duced by the chairman of the group, 


C. M. Cartwright of THe NATIONAL 
UNDERWRITER as being a practical com- 
missioner, who is taking his job seri- 
ously and giving serious consideration 
to the various problems that come be- 
fore him. He said that Mr. Parkinson 
is a studious official who has tried to 
learn something from the various ques- 
tions that come before his department. 

Before being appointed assistant di- 
rector by Paul Jones who was then state 
director Mr. Parkinson was district 
agent of Mutual Benefit Life at Deca- 
tur, III. 


Postpone U. S. Chamber Parley 


WASHINGTON—Travel | difficulties 
and the vacation season have combined 
to cause postponement of the first meet- 
ing of the new U. S. Chamber of Com- 
merce insurance department committee, 
which was tentatively scheduled for 
Sept. 13, at the Waldorf-Astoria Hotel, 
New York. 

The meeting is not now expected to 
be held before October, on a date to 
be set by Chester O. Fischer, Mass- 
achusetts Mutual Life, new committee 
chairman. 

Appointment of new insurance sub- 
committees on accident and health, avi- 
ation and marine will not be announced 
for perhaps two or three weeks. 
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COMMONWEALTH 


Commentary 
Cur Pledge of duality 


To our present agency force, we pledge that our 
standards will not be lowered in the qualifications 
required for employment of new field organization. 


This, we feel, is vitally important to our career 
underwriters of today because, if manpower quality 
is not maintained, their prestige—often earned at 
considerable cost—suffers materially. 


We are fully cognizant of the requirements of the 
job of the career underwriter and it is our desire and 
plan to attract to our business only such men as can 
’ succeed and be a credit to the institution of life in- 


We are convinced that such a policy is not only in 
the best interests of the company and its present 
field organization but in the best interests of those 
who fail to meet the requirements and thus are saved 
the upsetting and discouraging experience of embark- 
ing upon a career for which they are not wholly 


Insurance in Force, June 30, 1945—$253,577,566. 


COMMONWEALTH 


INSURANCE COMPANY 
MORTON BOYVO, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 

































To Liberalize War 
Clause in Canada 


Plan to Waive Six Month 
Provision — Follow 
British Plan 


TORONTO — According to present 
plans of life insurance companies in 
Canada, dependents of soldiers dying 
overseas from other than war causes 
will be able to collect the full amount of 
the policy, even though it contains a war 
clause. The clause provides that if a 
soldier dies while overseas or within six 
months after his return, the company’s 
liability is limited to a return of pre- 
miums plus 3% interest, unless the pol- 
icyholder had paid an extra war fre- 
mium. 

In fairness to the occupation forces 
and ethers who may not return to Can- 
ada until 1946, the companies propose to 
waive the requirement that the insured 
be back in Canada at least six months 
before he can claim the full protection of 
his policy. If the proposal is accepted, 
the liberalization of the war clause will 
be retroactive to May 8. 

A liberal interpretation is also likely 
to be placed on the words “war causes.” 
For example, it is understood that even 
where a man steps on a hidden land 
mine in Holland, subsequent to May 8, 
his death will not be regarded as due to 
war causes, and the ful! value of the 
policy would be paid. But if he were 
wounded prior to May 8 and death due 
to those wounds occurred some weeks 
later, it would be considered a war 
death. 


Follow British Practice 


In revising the war clause the compa- 
nies are understood to be following 
British practice where payment of bene- 
fits depended on whether death was due 
to war causes or otherwise. Even in the 
case of an army dispatch rider killed in 
collision in a blackout, death was not 
considered due to war causes and full in- 
surance was paid. 

It is expected that the same policy 
will be followed as regards the Pacific 
expeditionary force, although it is real- 
ized some fine distinctions will have to 
be drawn, as for instance when a man 
dies of jungle fever or snake bite. Get- 
ting accurate information in many cases 
may be difficult but it is believed the 
new policy will work out all right. 

The practice in the case of naval men 
and civilians will also be liberalized sim- 
ilarly. Thus it is believed that if a sailor 
in the China Sea should die of sunstroke 
or fall down a hatchway when the ship 
is not in action and be killed, the face 
value of the policy would be payable. 
Policy on airmen will also be as liberal 
as consistent with general policy on avi- 
ation risks. 

While action of this kind is likely to 
be taken by most companies, it does not 
necessarily follow that it will be unani- 
mous, as some companies that have con- 
siderable insurance on American lives 
may be averse to having two different 
policies on servicemen’s claims. How- 
ever, the general trend will be towards 
liberalization of company practice. 





International Claim Group 
Cancels 1945 Convention 


The International Claim Association 
has officially cancelled its 1945 annual 
meeting, President Fred M. Walters, 
General Accident, has announced, in 
compliance with government travel reg- 
ulations. 

The committees have been active dur- 
ing the past 12 months, however, and 
considerable work has been acomplished. 
The armed forces and the association 
have both sponsored changes in proce- 
dures to expedite, to a greater extent, 
the prompt payment of war casualty 
losses and other claims. 

Program Chairman W. N. Hutchison, 


—— * LAST WEEK WE EN. 


New York Life, has nade arrangements 
for an exchange of information by mail 
on questions that would be ordinarily 
discussed at the various annual seminars, 
In addition, a number of excellent pa. 
pers have been prepared on timely sub. 
jects of interest for inclusion in the 
“Year Book” which will be published a 
usual despite the cancellation of the 
meeting. Other committees will also 
contribute material assembled during 
the year. 

Arrangements have been made for the 
distribution of proxies to association 
members for the election of officers. The 
nominating committee will meet with 
the executive committee to conduct the 
election. 


New Alaska Company Forming 


A capital stock company, to be known 
as Alaska National Insurance Company, 
is being formed at Juneau to write fire, 
marine, life, accident, liability, fidelity 
and surety, motor vehicle and miscell3- 
neous lines. Albert White, Scott L. Mur 
phy and Rev. Eugene Olendy, all of 
Juneau, have filed articles of incorpora. 
tion with the territorial auditor. The 
company, which has not yet completed 
its qualification to operate, will be capi. 
talized for $200,000. 











TERTAINED OFFICIALS 
FROM ONE OF MEXICO’S 
GREAT INSURANCE COM. 
PANIES, LA COMMERCIAL, 
S., 

eee 


THE VICE-PRESIDENT OF 
THE LIFE DEPARTMENT, 
GUILLERMO GOMEZ CAS- 
TELAZO, AND THE MEDI- 
CAL DEKECTOR, DR: 
RUBEN MARIN, told us how 
the company, one of the oldest 
Mexican fire and casualty com- 
panies, is at work upon a life 
department. 


MR. CASTELAZO has been 
able in three years to put into 
production 60 full time men 
who write only life. The train- 
ing covers a month of schooling 
during which time no business 
is written. 


The success-ratio, those going 
into the second year, is better 
than 55 per cent, a remarkably 
high record. The average policy 
is 10,000 Pesos or about $2,500 
in our currency. An adequate 
financing plan is in operation. 
A supervisor (full time) is pro- 
vided for every six producers. 
An agency meeting is held daily. 


oe ee 
EVIDENTLY CAREFUL SE. 
LECTION, TRAINING AND 
SUPERVISION GET THE 
SAME FINE RESULTS IN 


MEXICO THAT THEY DO IN 
OUR COUNTRY. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
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D. C. Commissioners 
Frown on Bills to 


Expand Investments 


WASHINGTON—The board of com- 
missioners here, governing body of the 
District of Columbia, has reported ad- 
yersely to Congressional committees on 
three insurance bills pending on Capitol 
Hill. Two of these bills are sponsored 
by domestic life companies. 

"S.685 is opposed by the commission- 
ers in one report, to the Senate District 
committee, because of the “necessity 
of keeping insurance companies in a 
sound and liquid financial condition, in- 
asmuch as their assets may be con- 
sidered in the nature of funds held in 
trust for the policyholders.” 

This bill would permit life companies 
to buy land in any city having 100,000 
or more population, or within 15 miles 
of such city, and to engage in real 
estate development, building .community 
housing dwellings or apartments; also 
to take advantage of loan opportuni- 
ties to veterans under the G. I. bill. 

To the House committee on District 
of Columbia the commissioners reported, 
recommending against H R 3375, which 
would permit domestic life companies 
to lend or invest up to 5% of assets 
in investments not now allowed, such 
as housing development and veterans’ 
loans under the G. I. bill. 

In this report the commissioners re- 
ferred to the S. 685 as “more conserva- 
tive’ than HR 3375. They gave reasons 
for their position similar to those stated 
in reporting to the Senate committee, 
namely, that company assets are held 
in trust. District officials have stated 
HR 3375 would give life companies 
“carte blanche” in the matter of in- 
vestments. 

Thirdly, the commissioners have re- 
ported to the House committee against 
HR 2789, which would authorize in- 
surance companies, banks, etc., to make 
certain types of loans to veterans. The 
commissioners indicated such matters 
be handled in connection with veterans 
legislation. 





Many Companies Contest 
Wis. Premium Tax Law 
MADISON, WIS. — The Wisconsin 


insurance premium tax law, which the 
1945 legislature failed to revise although 
repeatedly urged to do so by Commis- 
sioner Duel, now is being contested by 
Bankers Life and the Central Life As- 
surance, both of Iowa. In addition, 44 
companies have paid their annual tax 
under protest to assure recovery if the 
law is ruled invalid. The protested 
taxes total $597,803, while possibly sev- 
eral millions which have been paid pre- 
viously might be made the basis of other 
recovery suits. Additional suits are 
awaiting decisions in the two test cases. 

According to insurance department 
records, 11 life companies have paid 1945 
taxes under protest in amount of $470,- 
655; 16 casualty companies $108,348, and 
17 fire companies $18,800. The largest 
amount paid under protest was $325,653 
by Prudential. 





New California Law Gives 
Control Over Licenses 


Under a new amendment to the 
agents, brokers and _ solicitors license 
law, Commissioner Garrison of Cali- 
fornia now has authority to issue li- 
censes for over one and under four 
years, and it is expected he will decide 
On a three-year period. He may issue 
licenses with perforated forms attached 
to be known as “intention to keep. the 
license in force,’ which must be filed 
with the department each May 1 under 
a penalty of double the fee if the re- 
newal form is received by July 31, and 
of requalification if received after July 
31, 

Life agents licenses run from Jan. 1 
to Dec. 31, but under the new provision 


XUM 


the “intention to'renew” form must be 
in department office by Nov. 1 instead 
of Dec. 16, as in the past. Persons 
entering the business within two or 
three months of the normal expiration 
date, to obtain a license, must file in- 
tention to renew the following license 
period at the same time they apply for 
an original license. 

Another provision gives the commis- 
sioner proprietory rights in any docu- 
ment—such as a license, and thus the 
power to compel surrender of a license 
for cause, suspension or revocation. In 
the past, suspended or revoked licenses 


original licensees. Hereafter, even if 
suspended for only a few days the li- 
cense must be returned to the com- 
missioner, 

The same new law also makes per- 
manent the temporary life insurance 
analysts qualification requirements. 
However, since the law was adopted on 
a temporary basis no one has qualified 
for this status. 





Aviation Meeting for A. & H. Group 


NEW YORK—R. Leslie Cizek of 
Parker & Co., aviation insurance spe- 
cialists, and Capt. Gill Robb Wilson of 


the New Jersey department of aviation 
will be the speakers at the “aviation 
night” meeting of the New York City 
Accident & Health Club, Sept. 20. 

Mr. Cizek will talk on “Aviation Ac- 
cident Insurance and Its Future,” while 
Capt. Wilson, who is a special aviation 
feature writer for the New York “Her- 
ald Tribune’ ’and has traveled in all com- 
bat areas under the army air force’s ju- 
risdiction, will discuss post war aviation. 


The Malcolm C. White general agency 
of Pacific Mutual Life in Oklahoma 
contributed eight members to the Big 
Tree leading producers club. 








have remained in the hands of the 


included in the figures. 


1944 

Earnings 
Mr. A......... in his first 10 months........ $10,763.03 
} Sg: ae in his first 11 months........ 9,404.03 
<<... in his first 10 months........ 6,806.13 
ee, 2... in his first 10 months........ 6,128.16 
Wer. &........ in his first 3 months....:... 5,528.09 
Mr: FF. :.2 in his first 8 months........ 4,913.66 
Mr. G........ in his first 7 months........ 4,707.25 


And this same group of seven men 
averaged more than $1,141.00 per 
month during the first six months 
of 1945. 
















FRANKLIN LI 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 


Whats tle ptttraction?.... 


Why are good men in increasing numbers joining the Franklin 
banner? Perhaps the case histories of a few first year men listed be- 
low, showing average cash earnings of $807.00 per month in 1944, 
will give the answer. In no case are deferred or renewal commissions 
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Isn’t it obvious ... that the attraction lies in the fact that with exclusive Franklin 
contracts and friendly Home Office cooperation they can earn more money than they 
ever thought possible in this business? 

If YOU would like to increase your earning capacity, why: not inquire about a 
Franklin agency franchise. Perhaps in a few months we will be pointing you out as 
“Mr, A.” 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $285,000,000 of Insurance in Force 
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Pension Goal 


A retirement plan financed through 
group annuities or self-administered, or 
a combination of either of these with 
ordinary life policies tends to have more 
elements of potential permanency than 
plans funded through retirement income 
policies, said M. M. Goldstein, director 
of the Pension Planning Co., of New 
York and general agent of Connecticut 
Mutual Life, in his talk at the short 
course on pension planning at the Uni- 
versity of Connecticut. The course is 
part of the second annual advanced life 
underwriting school under the auspices 
of the Connecticut State Life Under- 
writers Association. 

‘Explaining the fundamentals to be 
considered to aid the employer in shap- 
ing a plan most likely to be permanent 
in the light of his business career, pros- 
spects and budget, Mr. Goldstein 
stressed the responsibility of all parties 
to endeavor to design plans with an em- 
phasis on permanency. The threat to 
permanency, he pointed out, is the in- 
ability of the employer to meet the sub- 
sequent years’ cost and this in ,turn is 
bound up with the basic design of the 
plan, reference to employe age, employe 


benefits, type of the plan whether pen- 
sion or profit-sharing, and flexibility of 
employer contributions during the busi- 
ness cycle of high activity, depression 
and recovery. 


Texas Home Office Life 
Underwriters Organize 


The home office underwriters of life 
insurance companies in Texas are meet- 
ing in Dallas Aug. 28, to organize a 
Texas Home Office Underwriters As- 
sociation to be patterned after the Chi- 
cago organization which has been in 
existence many years. Invitation is ex- 
tended to all home office underwriters 
in the southwest to participate in this 
initial meeting where by-laws will be 
set up, officers elected, and regular dates 
set for monthly meetings. 

The committee working on the organi- 
zation includes Mr. Blainey of South- 
land Life, Mr. Brewer of Republic Na- 
tional, Mr. Caplinger of Reserve Loan 
Life and Mr. Penter of Great Ameri- 
can Reserve. 








Veterans returning to civilian life in 
Spokane, Wash., area are not continu- 
ing their National Service Life Insur- 
ance, according to Lewis T. Bostwick, 
life insurance expert of the Spokane of- 
fice of the Veterans’ Administration. 


Managers Confer 
in Ill. Sept. 11-13 


A management conference is to be 
held in the Pere Marquette hotel at Pe- 
oria, Ill., Sept. 11-13, sponsored by the 
Life Agency Managers of Chicago. All 
Illinois life agency managers and gen- 
eral agents are invited to attend. Fee 
will be $20, which will include the cock- 
tail party and dinner. Attendance fee is 
payable $10 with reservation and $10 at 
registration. 

Forum discussions will be of inde- 
pendent nature and will have to do with 
welfare of the business from an institu- 
tional standpoint. Subjects will relate 
to future opportunities and well-being of 
general agents and manager. 

The Chicago group will leave on the 
Rocket Tuesday morning and return 
Thursday evening. Attendance is lim- 
ited to 40 in line with ODT restrictions, 
and the first 40 reservations will be 
qualified. The committee in charge con- 
sists of Freeman J. Wood, Lincoln Na- 
tional, chairman; P. B. Hobbs, Equitable 
Society; B. C. Howes, Berkshire Life; 
James F. Ramsey, Mutual Benefit; R. ie 
Reno, Jr., Equitable Society, and Earl 
M. Schwemm, Great-West. 








The skilled craftsman is equipped with a com- 
plete set of the right tools for his business. 
can select just what he needs to complete his job. 


The LNL man can do the same in his work. His 
kit of tools contains a full line of Life Insurance— 
both par and nonpar—with appealing options and 
many special policies and plans; a wide variety of 


The Lincoln National 


Fort Wayne 1 





USE WHAT’S NEEDED 


annuities; Pension Trust plans with and without 


He 


Indiana 





More Than One and One Half Billion of Life Insurance in Force 


life insurance; substandard Life Insurance up to 
500% mortality; and complete Group Insurance 


service including the casualty coverages. 


Under an LNL contract, field men are able to 


render broad service to their clients. 


Life Insurance Company 








Huston to Join 
Guarantee Mutual © 


Guarantee Mutual Life has elected 
F. Edward Huston assistant vice-pres. 
ident and actuary. Mr. Huston will as. 
sume his new po- 
sition Sept. 15 af- 
ter a year as ac- 
tuary with Shenan- 
doah Life. 

Mr Huston, 
graduate of Willa- 
mette University, 
Salem, Ore., was 
an instructor in 
mathematics and 
actuarial science at 
the University of 
Washington. 
In 1926 he joined 
Northern Life of 
Seattle for four 
years. He was eight years in the Wash 
ington insurance department as actuary, 
chief examiner and actuary, and chie 
deputy and actuary. 

In 1938 he became secretary and actu. 
ary of the American Life Convention, 
remaining six years. He has served as 
a member of the commissioners’ blanks 
committee and in 1937 became a mem- 
ber of the Guertin committee. While 
with the American Life Convention he 
served as treasurer of the committee on 
C.S.O. monetary tables, which was ap- 
pointed by the two actuarial societies to 
compile and publish the necessary tables 
on the new C.S.O. mortality table pro- 
posed by the Guertin committee. He 
is now a member of the Convention’s 
committee on standard valuation and 
non-forfeiture provisions. He also con- 
tributed much to the preparation of the 
tax plan that formed the basis of the 
1942 federal income tax formula for life 
insurance companies. 





F. E. HUSTON 





Form Dallas Estate Council 


Legal aspects of the Texas trust act 
were discussed by Maurice Purnell, 
Dallas attorney, at a membership meet- 
ing of the newly formed Dallas Estate 
Council. Preliminary remarks on_ the 
history of the law were presented by 
George Waverley Briggs, vice-president 
and trust officer of the First National 
Bank. 

The meeting, well attended by agents, 
accountants, trust officers and attorneys, 
was the first general membership gath- 
ering since organization of the council 
to coordinate the activities of the four 
professional groups in the estate and 
trust field. Organization was spear- 
headed by the Dallas Association of 
Life Underwriters through the life trust 
council committee under Chairman John 
A. Monroe, Jr., Great National Life. 
The group has a charter membership 
of more than 170. 


Complete L.O.M.A. Course 


The 1945 Life Office Management 
Association Institute examinations, were 
taken by students representing 76 com- 
panies. The following completed course 
1 cum laude: Belmont W. Adams, Union 
Mutual Life; Carmel J. Ajello, Mutual 
Life of New York; Herbert P. Annen, 
New York Life; Joseph J. McDonald, 
Metropolitan, and Robert D. Schroll, 
Prudential. Leon W. Ellsworth and 
Archie D. Harder, both of Southwestern 
Life, completed course two cum laude. 

In course 1, Cyril D. Neff, Jr., South- 
western Life; Elsa V. Philipp, North- 
western Mutual; Agnes Goli, Midland 
Mutual, and Dorothy D. Pike, Aetna 
Life, received honorable mention. In 
course 2, honorable mention went to 
C. Edwin Carlson, Continental Assut- 
ance, and Frank E. Jarrett, Southwest- 
ern Life. 








Draft Tenn. Pension Plan 


NASHVILLE—The Tennessee teach- 
ers retirement board is drafting a pen- 
sion plan for 18,000 teachers. The state 
legislature appropriated $1,200,000 to 
put the pension plan in operation. 
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Welcome Carpenter to 
Buffalo at a Dinner 


A. .W. Carpenter, newly appointed 
general agent of Penn Mutual Life, as- 
sumed his duties 
Aug. 1 in Buffalo. 
He has been super- 
visor at Cleveland. 
He is a native of 
Wilmington, Del. 
and a graduate of 
Cornell University. 
He is president of 
the Cleveland Life 
Supervisors Club. 

Penn Mutual 
agents and mem- 
bers of the agency 
staff tendered Mr. 
Carpenter a dinner 
to welcome him to Buffalo. Among the 
guests were William J. Nenner, super- 
intendent of agencies of Penn Mutual 
at the head office. 





A. W. Carpenter 





Ohio Governor ‘Alarmed’ by 
Ind. Premium Tax Decision 


COLUMBUS—Gov. Lausehe of Ohio 
expressed “alarm” this week when ad- 
vised of the decision of the superior 
court at Indianapolis in the Pruden- 
tial premium tax case. Gov. Lausche 
last winter asked the Ohio legislature 
to enact a law removing the discrimina- 
tion against the foreign companies. 
Out-of-the-state companies last year 
paid a°tax of about $8% million com- 
pared with $275,000 paid by domestic 
companies. A legislative committee ap- 
proved a bill levying a 2% tax on both 
foreign and domestic companies but it 
failed of passage in both the senate and 
house. Five foreign companies filed 
oo contesting the validity of the Ohio 
aw. 

The second installment of last year’s 
tax is due this month. It is said that 
about 90% are paying under protest or 
stating that claims will be filed for re- 
fund if the present Ohio law is declared 
unconstitutional. 


Earling Now Airline Official 

_A. J. Earling, former special agent 
for Northwestern Mutual Life in Mil- 
waukee and later in New York City, 
has been elected vice-president in charge 
of traffic for Chicago & Southern Air- 
lines with headquarters in Memphis, 
Tenn. 





Indiana Ruling on Agency 


An incorporated general insurance 
agency which employs a licensed agent 
on salary to sell life insurance becomes 
a life insurance agent itself, according to 
an opinion of Attorney General Emmert 
of Indiana. The opinion was asked by 
Commissioner Pearson. Indiana law 
prohibits a corporation from becoming 
a life insurance agent, according to the 
opinion. Any corporation which at- 
tempts to solicit, negotiate and make in- 





Harrison on Atomic 
Bomb Committee 





There was special interest for the in- 
surance business in the announcement 
of the atomic bomb and the science of 
atomic fission. George L. Harrison, 
President of New York Life and special 
consultant to the secretary of war, is 
a member of the committee appointed 
by the secretary of war with the ap- 
Proval of the President to study the 
Problems involved in control of the 
weapon and its peace time uses. Mr. 
Harrison is alternate chairman of the 
committee, which will formulate recom- 
mendations to the President concerning 
the postwar organization that should 
be established to direct and control the 
future course of the country in research 
and development of new discovery. 


-XUM 


surance contracts through its agents is 
itself acting as an agent. The fact that 
the agent is duly licensed does not in 
any manner remove the statutory prohi- 
bition as to the corporation. 


New Members of L.A.A. 

Three new companies have _ been 
elected to membership in the Life Ad- 
vertisers Association, they being: Gulf 
Life, represented by W. J. Hamrick, 
agency vice-president; Rio Grande Na- 
tional Life, represented by R. P. Bax- 
ter, district manager; Western Reserve 





Life, represented by C. B. Calahan, Jr., 
vice-president and agency manager. 

In addition Vance L. Bushnell, 2nd 
vice-president Equitable Society, and 
Charles C. Robinson, executive assistant 
Guardian Life, have been elected to 
membership. 





Dallas Sales Idea Panel Aug. 13 

A panel presentation on the topic, 
“Sales Ideas That Click,” will highlight 
the monthly luncheon meeting of the 
Life Managers’ Club of Dallas, Aug. 
13. Stanley E. Martin, State Mutual 


Life, will be discussion chairman, as- 
sisted by Guy L. Goldstandt, Equitable 
Society; J. Max Spangler, Kansas City 
Life; and Dennis Colwell, General 
American Life. 





Statisticians Plen 1946 Parley 

The annual conference of the Insur- 
ance Accounting & Statistical Associa- 
tion is being planned for 1946, assuming 
that travel restrictions will be lifted. 
Tentatively the officers have set Dallas 
as the place and May 22-24, 1946, as the 
date. 
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A MILLIONAIRE...For the Third Time! 


The Provident Proudly Presents 





H. Grice Hunt 


Mr. Hunt, who has been establishing records for the 
Provident for eleven years, has crowned all his previous 
achievements by placing more than ONE MILLION 
DOLLARS OF LIFE INSURANCE—/for the third 
consecutive year—and is now a fully qualified LIFE 
MEMBER of the MILLION DOLLAR ROUND TABLE. 
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NASHVILLE 


DOMINANT IN SIZE. 
ALERT IN SERVICE 


Based on total life insurance in 
force, this Company ranks 19th 
among all companies of the United 
States and Canada, although it is 
still less than 50 years old. 


But size alone is not enough. 
The service that is available to 
our policyholders is our principal 
concern, and the field force is help- 
ing us make it the kind of service 
to which Shield policyholders are 
entitled. 
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New Unique Manual 
Comes from Press 





(CONTINUED FROM PAGE 3) 


nuities, including joint and 
and other special contracts. 

The obscure but significant provi- 
sions of each company’s contract are 
brought to life in concise, easily grasped 
paragraphs, in such a way that the user 
can quickly get at the point in question. 
Company practices, as well as contrac- 
tual provisions, are carefully covered. 


Other Useful Information 


Large, medium-sized and small com- 
panies are all, treated in the Unique 
Manual. There is even a special listing 
of all companies that have gone out of 
business, changed their names or merged 
since 1909. A special table ranking 399 
companies by insurance in force also is 
included. All of this, and much other 
useful data, too numerous to mention, 
is carefullv indexed by topics and by 
companies. 

This year’s edition is printed on a 
lighter weight of paper—in cooperation 
with the government paper conservation 
program. While the volume is thinner 
in appearance, there has been no re- 
duction in the broad scope of the in- 
formation included. Publication of the 
current edition was delayed several 
weeks by extremely heavy army print- 
ing jobs that tied up all available 
printers. 

The Unique Manual sells singly at $6 
a copy, and less in quantity. A limited 
number of additional copies is still avail- 
able. Orders should be addressed to 
The National Underwriter Co., Statis- 
tical Division, 420 East Fourth St., 
Cincinnati 2, O. 


survivor, 





Rules on Cost Allocation 
of Joint Pension Plans 





(CONTINUED FROM PAGE 3) 


“3. Where separate computations of 
costs are not feasible and some other 
method of allocating costs is more rea- 
sonable under the circumstances than 
allocation in proportion to participating 
payrolls, such other method of distribut- 
ing costs may be acceptable, if consis- 
tently followed,” Part A continues. 

“4. The acceptability of any method 
of allocation will depend upon its being 
consistently followed, unles there are 
sufficient reasons for change. When a 
method of allocation is changed, the 
reasons for the change must be fully 
explained to the satisfaction of the com- 
missioner. Of course, there may be 
cases where a change in method not 
only is justified, but is necessary because 
of a change in circumstances, such as 
in the example above. No method which 
results in manipulation will be accept- 


able.” 
Profit Sharing Plans 


“Where affiliated employers maintain 
a profit-sharing plan for employes de- 
ductions for contributions are allowable 
only with respect to contributions made 
by each employer for his own employes 
out of his profits,” Part B_ provides. 
“The limits of section 23(p)(1)(C) ap- 
ply to each employer separately.” 

Part B states that the following ad- 
vice applies, whether or not the em- 
ployers concerned file consolidated or 
separate returns. . 

“1. Where the plan specifies the 
method of allocating contributions 
among the employers, such method of 
allocation must, of course, be followed. 
However, deductions will be allowable 
only with respect to contributions made 
by an employer for his own employes. 
Contributions by an employer for the 
employes of another company do not 
represent compensation for service ren- 
dered to the former. Thus, such con- 
tributions would not be deductible under 
section 23(a), and consequently cannot 
be deducted under section 23(p). Ac- 
cordingly, the only method of allocating 





You and Your Family 
CAN’T GO INTO 
A SHELL 


But You CAN Protect Them 
On All Sides 


Income All-Ways 


with exclusive 


B. M. A. Plan 


All these liberalized benefits are 

provided for by one convenient 

monthly savings... 
HOSPITALIZATION 


Expenses paid in any hospital anywhere 
for self and family. 


SURGERY 
Liberal cash payments up to $175.00. 
Every type of surgery covered for yout 
entire family. 


DOCTOR’S BILLS 
Pays for calls in his office, hospital or yout 
home, for any member of your family. 


FAMILY EXPENSES 
Pays monthly disability income, family 
readjustment income in case of death 
from any cause, and for retirement. 


“ f \ Monthly savings op 
aoa do 5 tional, from $5 and up, 
Protection”’ = 

you sem 


Business Men’s Assurance Ch 
HOME OFFICE, KANSAS CITY 10, MO. 
Offices in More Than 40 Major Cities 





Reproduced here is one of 
the series of advertisements 
yowll see during 1945 in 
TIME, NEWSWEEK, THE 
UNITED STATES. NEWS, 
AMERICAN and PAR- 
ENTS’ MAGAZINE. 
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contributions among employers which 
will be acceptable as a basis for deduc- 
tions under section 23(p)(1)(C) is a 
method which will actually reflect the 
contributions by each employer for the 
benefit of his own employees. The only 
method which would appear to meet this 
test is one which results in allocating 
contributions among employers by the 
same formula that is used in the plan 
for distributing contributions among the 
employes covered. For example, if, as 
in most profit-sharing plans, the aggre- 
gate contributions are distributed among 
participants in proportion to compensa- 
tion, the contributions should be allo- 
cated among employers in proportion to 
the compensation of the covered em- 
ployes of each employer. 

“9. The limits of section 23(p) (1) (C) 
apply to each employer separately. 
Thus, except where the carry-over pro- 
visions of section 23(p)(1)(C) are ap- 


plicable, the allowable deductions for_ 


any employer may not exceed 15% of 
the compensation otherwise paid or 
accrued during the taxable year to his 
employes covered under the plan. 

“3. Deductions will be allowable for 
contributions by an employer only to 
the extent that such contributions are 
paid out of his net profits for the year 
or out of his accumulated profits. Sec- 
tion 29.165-1(a) of regulations 111, as 
amended by T. D. 5422, 1944 C. B. 318, 
defines a profit-sharing plan as a plan 
established and maintained by an em- 
ployer to provide for the participation 
in his profits, by his employes or their 
beneficiaries. * * * Contributions to a 
profit-sharing trust by an employer who 
has no profits to share would thus not 
be contributions under a profit-sharing 
flan within the meaning of section 165 
(a) and therefore would not be deduc- 
tible under section 23(p)(1)(C). This 
does not mean that the contribution by 
m employer must be in proportion to 
his share of the net profits on which 
the contributions are based. As long as 
his contribution to the plan does not 
exceed his total net profits for the year, 
or his accumulated profits up to the end 
of the year, whichever is larger, it 
will be allowable subject to the prodvi- 
sions of sections 23(a) and 23(p)(1)(C), 
as indicated above.” 





Department of Justice 
Watches Premium Tax Cases 


WASHINGTON—There is consider- 
able interest manfested in the east in 
the efforts of Prudential and some other 
companies to have certain state tax laws 
tuled unconstitutional. 

Frank Elmore, formerly insurance 
counsel in the Department of Justice 
anti-trust division, who had much to do 
with working up the Southeastern Un- 
derwriters Association case and is still 
interested in insurance litigation, has 
left for Lansing, Mich., to attend a hear- 
ing on the case in which Prudential has 
attacked the Michigan tax. 

Legal students and observers of de- 
velopments in connection with the com- 
plicated problems involved in federal and 
state regulation of insurance have been 
able to discern no disposition in the De- 
partment of Justice to “start anything” 
further during the period of the mora- 
torium from the anti-trust laws voted by 

ongress last winter, unless flagrant in- 
stances of boycotting, coercion or inti- 
Midation, or agreements to engage in 
such practices, come to the department’s 
attention. 





lll. Situation as Respects 
“Wholesale” Insurance 


In tracing down a rumor that the 


Illinois insurance department has pro-. 


hibited the issuance of life insurance 
on the so-called “wholesale” plan, THE 
NATIONAL UNDERWRITER is apprised by 
the department that there has been no 
formal ruling on this point. The law 
1s clear, however, the department main- 
tains, that insurers may either write 
8roup insurance or individual policies. 
hey may write group life to groups 
of 50 or more employes which qualify 
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under section 230 of the insurance code, 
or group A. & H. to groups of 25 or 
more which qualify under section 367. 

All insurance other than group must 
be written as individual contracts be- 
tween the insurance company and the 
insured. The department has approved 
policies that are called “wholesale” or 
“franchise” to be sold to groups that do 
not qualify or care to purchase group 
insurance. Wisconsin National Life, 
for example, has recently had a whole- 
sale policy approved. 

These “wholesale” policies differ from 
an ordinary contract only in that an 
arrangement is generally made between 


the employe and the employer for the 
payment of the insurance premium by 
payroll deduction or some _ similar 
method. There can be no advantage 
allowed in the premium rate or other 
terms and conditions of the contract as 
such would be a discrimination. pro- 
hibited by the code. 

The same rules apply to both life 
and accident and health. 


Gaumer Is Club President 

Alfred E. Gaumer, Red Bluff, Cal., is 
the 1945-46 president of California West- 
ern State Life’s El Capitan Club; Grant 
Taggart, Cowley, Wye., is first vice- 





president; Robert H. Hung, Hawaii, sec- 
ond vice-president, and Sol M. Minzer, 
Dallas, third vice-president. Grant Tag- 
gar, Million Dollar Round Table mem- 
ber, has completed his term as president 
_ under club rules can’t succeed him- 
self. 

The club has its largest membership in 
history. 

California-Western State Life’s life in- 
surance in force reached the all-time 
high of $304,988,160 on June 30, an in- 
crease of $12,051,934 for the first six 
months. 

The Sacramento agency, managed by 
E. E. Noyes, led in qualifiers. 




















FROM EVERY QUARTER 


Testimonials acclaim the 


FROM THE NORTH 


“As time goes on, the more 
enthusiastic I become about 
the Mutual Lifetime Com- 
pensation Plan. Service Fees, 
Efficiency Income and the Re- 
tirement Income Plan spell 
steadily increasing income and 
security in old age.” 
RAY C. WISHART 
Le Sueur, Minn. 









FROM THE WEST 


**Additional compensation for 
quality business is an import- 
ant new source of income. This, 
combined with lifetime service 
fees and the Company’s con- 
tributory retirement plan gives 
assurance of a very satisfactory 
income for one’s entire life.” 


H. WASHINGTON DODGE 


San Francisco, Calif. ? 


MUTUAL LIFETIME COMPENSATION PLAN 


FROM THE EAST 


“This Plan gives one peace of 
mind and that’s what we all 
desire most. It has great pos- 
sibilities for the young men 

entering the business.” 
MARTIN P. KENNEDY 
Scranton, Penna. 
























FROM THE SOUTH 


“The new Mutual Lifetime 
Compensation Plan is an an- 
swer to the underwriter’s 
prayer. Commissions, Renew- 
als, Service Fees, Efficiency 
Income and Pension Plan, 
enable me to say in all sincerity 
that I face the future with 
greater confidence than ever. 
TOMMY MARTIN 
Murfreesboro, Tenn. 


Our 2nd Century of Serice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


“nil in America 


34 NASSAU STREET 


Lewis W. Douglas, Assent 
NEW YORK 5,N.Y. 
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OUR AGENTS 
KNOW 


That our sales are up by a 
large percentage this year, and that this has 
been possible in part because of new, modern, 
streamlined tools with which to work. 


Our policyholders know that in their 
Paul Revere Life and Non-Cancellable Acci- 
dent and Health policies they ha¥e modern 
coverage in one of the strongest, fastest grow- 
ing companies in the country ...a Company 
actively doing business in all 48 states, the 


District of Columbia, and Hawaii. 


Our home office staff knows that much 
of the outstanding record which is being made 
by the Company is because we have a lerge, 
effective, well-trained and able Full-time Field 
Force—a corps of men who know how to sell 
and who always give service. 


we All of this adds up to a phrase used 
often by those in the Field and those in the 


Home Office... “WE ARE A TEAM” 


LIFE INSURANCE COMPANY 
OF WORCESTER, MASSACHUSETTS 
J. Harry Woop, Executive Vice President 
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Production Figures for Six Months 








ee 


New Bus. New Bus. 1945 Ine. 1944 Ine, 

- 1945 44 in Force n Force 
Afro-American Life ......... GSettso ates nes 3,080,762 1,972,931 
Benmencial Tile 2.266. ee ees 11,186,238 9,330,297 8,257,269 6,736,073 
George Washington Life .... 806,467 526,175 295,652 —243,245 
Massachusetts Protective 2,911,673 2,067,2 2,268,254 1,431,402 
North American Reassur.. 25,870,300 19,063,200 12,289,000 8,725,100 
Occidental Life, Cal. ..... 136, 544, 3412 117,398,655 50,703,6022 356,772,053 
Paul Revere Life .... 7,499,231 5, 258, 290 5,910,984 3,661,999 
Pouarel Union <...<s-.. orate 3, 987, 569 1,900,901 3,031,974 
BOMTOIRMO TALS a. «5.9.6 drbic cece ere 03,418 6, 451,703 722,247 3,346,323 


ie $11, 739, 542 podem 
3Includes $28,076,164 group. 








IN U. S. WAR SERVICE 


Clifton O. Forrest, navy cockswain, 
is spending a furlough at his home in 
Tulsa previous to leaving for Pacific 
duty. He was formerly special agent 
for Pacific Mutual Life. 


T/Sgt. Paul Hemmer, who was for- 
merly employed in the Cincinnati office 
of THe NATIONAL UNDERWRITER, has re- 
turned from Germany on a redeploy- 
ment furlough after serving with an ar- 
tillery unit of the 87th division through- 
out the 8rd army’s advance through 
France into Germany. He is a nephew 
of George C. Roeding, associate man- 
ager for Ohio of THE NATIONAL UNDER- 
WRITER. 


Major Lawrence M. Klein, army air 
corps, has been awarded the bronze 
star for measuring the effectiveness of 
strategic bombing. Major Klein was 
formerly with the Harvey G. Kemp 
agency of John Hancock Mutual Life 
in Oklahoma City. 


Roy F. Hanney, associated with the 
Wichita office of Business Men’s As- 
surance for two years before joining the 
army air corps has received his honor- 
able discharge and returned to his for- 
mer position in Wichita. He served 
with the air force in Italy and southern 
France where he flew 60 missions first 
as a gunner and later as a bombardier. 
He has been awarded the Air Medal 
with three clusters. 


RECORDS — 


Berkshire Life—Paid business for July 
increased 29% over July, 1944. The first 
seven months show a 29% gain in paid 
business over same _ period of 1944. 
The company has had 29 consecutive 
months of increased production over the 
corresponding months of previous years. 

Home Life, N. Y.—Paid business for 
July and for the first seven months of 
1945 was the greatest for both periods 
































in its history. The gain over July of last 
year was 72%. 

For the seven months business is 27% 
ahead of last year. Both July and the 
half year exceeded the previous records 
established in 1929. The average sale 
for July was $9,843, and the average pro- 
duction per full time man is at the rate 
of $261,984 per year. 

Equitable of Iowa—Reports $5,745,648 
of paid insurance in July, the largest 
July production since 1927, and a gain 
of $1,266,992, or 28.83% over July, 1944, 
For the first seven months business 
totaled $39,727,960, largest for any simi- 
lar period since 1930, and a gain of 
25.6% over the first seven months of 
1944. Insurance in force increased by 
$3,936,428 in July, bringing the total to 
$720,819,546. 

G. R. Baker, San Francisco, was the 
leading personal producer in July. Lead- 
ing agencies were Chicago—Griffin, 
Ingram and Pfaff, general agents; Kan- 
sas City, H. A. Hedges; San Francisco, 
V. W. Wiedemann; Harrisburg, P. B. 
Rice, and Seattle, H. S. Bell. 





Head D. C. War Fund Work 


Charles W. O’Donnell, Guardian Life 
manager, has been named director of 
community war fund solicitation among 
insurance, bank and real estate employes 


at Washington, D. C. Chief of the in-* 


surance division under Mr. O’Donnell 
is Ralph W. Lee, local agent, and group 
leaders are Ben S. Foster, Aetna Cas- 
ualty; W. J. McCausland, Acacia Life; 
Cord V. Hyson, Mutual Insurance 
Agency; J. Hamilton Vance, Fidelity & 
Casualty. 


30% of Managers C.L.U.’s 


Thirty per cent of Southwestern Life’s 
field managers are now C.L.U.s, with 
notification of O. G. Rowland, Beau- 
mont, Tex., that he successfully passed 
the concluding C. L. U. examinations. 
This is said to be one of the highest 
averages in the country. 








Big Business on Juveniles 


Michigan agents of Columbus Mutual 
Life defeated Cleveland agents in the 
annual “Hat in the Ring” contest. Pro- 
duction was 50% higher than a year 
ago. The average size policy sold to 
adult males increased to $3,600, and one- 
third of all cases sold were to juveniles 
under 12 years of age and one-fifth was 
sold to adult females. 





Hear Ft. Worth Sales Executive 


The Ft. Worth Life Managers & 
General Agents Club at a _ luncheon 
meeting heard Travis Young of the Joe 
Bowlin sales agency discuss “What the 
Salesman of Today Has a Right to 
Expect of His Manager.” 





Large Group Annuity 


LANSING, MICH.—A non-contribu- 
tory group annuity has been written by 
Equitable Society through Floyd A. Mc- 
Cartney, district manager here, on 3,000 
employ es of the Motor Wheel Corpora- 
tion. 





After two years in the service during 
which he flew 31 combat missions Capt. 
J. G. Mulheran, former district man- 
ager North American Life & Casualty 
at Sioux Falls, S. D., has returned to 
civilian life and will soon resume his 
post with North American. : 

The Buffalo Savings Bank has opened 
a life insurance department and is the 
30th bank in New York to do so. 
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Membership and In Force 
Limits for Benefit Groups 


MADISON, WIS.—Governor Good- 
land has signed the bill requiring new 
mutual benefit societies to have the ap- 
plications of 500 persons for at least 
$500 of life insurance each and paid up 
for one year, with aggregate payments 
for mortuary purposes of at least $10,- 
000. The business must be increased to 
1,000 insured members with $500,000 of 
insurance at the end of the second year; 
2,000 members with $1,000,000 of life 
insurance at the end of the fourth year. 

The new law also provides that mu- 
tual benefit societies or fraternal benefit 
societies may write annuity or endow- 
ment benefits or any combination of 
such benefits in the future. Investments 
in securities are now permitted to in- 
clude those legalized for life companies, 
and any society may invest not to ex- 
ceed 20% of its assets in a home office 
building. 

A new section provides that any mu- 
tual benefit society doing business in 
this state may hold the proceeds of 
any certificate issued by it under a trust 
or other agreement upon such terms and 
restrictions as to revocation by the 
member and control by the beneficiary 
and with such exemptions from the 
claims of creditors of the beneficiary 
as shall have been agreed to in writing 
between such society and the member. 
The society may hold such proceeds 
as part of its mortuary fund assets. 

Another new section provides that 
the insurance commissioner may revoke 
the license of a foreign society or pro- 
ceed against a domestic society for fail- 
ure to maintain the number of members 
or amount of insurance in force as re- 
quired by this statute. 





Qualify for Women’s Group 


Miss Mary Hill, Wichita, and Mrs. 
Mary Mercer, Augusta, Kan., of Busi- 
ness Men’s Assurance, have qualified 
for membership in the 1945 Women’s 
Quarter Million Dollar Round Table. 
Mrs. Mercer qualified with only 4% 
months of production. Since she entered 
the business March 15 she closed 152 
cases in combined lines of life, accident 
and health insurance representing an 
average of 8 sales per week. She leads 
the state in both number of sales and 
life insurance volume and ranks fifth in 
the 34 states in which the B.M.A. op- 
erates in life volume, according to Bert 
A. Hedges, Kansas manager. 


Kelley-Baum Agency Growing 


The Kelley-Baum Agency of Manhat- 
tan Life in Detroit which was opened 
a year ago now has returned and trained 
seven agents and is getting into good 
production. Ruth Kelley and Arthur 
Baum are the partners who operate the 
agency. 


Gordon D. Orput, New England Mu- 
tual Life, Portland, Ore., has qualified 
for the 1945 Million Dollar Round 
Table. 


FTC Angle Looms 
In Memorandums 


(CONTINUED FROM PAGE 1) 


of some of the industry groups was to 
select a smaller committee represent- 
ing the insurance industry which would 
first of all go to Washington and ob- 
tain clarification on the term “regula- 
tion” as used in public law 15, particu- 
larly the reference to aspects “not other- 
wise regulated by the states.” It is be- 
lieved that until this point is cleared 
up the industry will be groping in the 
dark in trying to work out the proper 
approach to changes needed in state 
regulation. 

About 40 had arrived up to noon 
Wednesday. Among those on hand were 
Roger Englar, A. C. Charles, and J. T. 
Byrne of American Institute of Marine 
Underwriters; F. J. Marryott, C. F. 
Goodale and J. B. Beach of American 
Mutual Alliance; R. L. Hogg, general 
manager. Anverican Life Convention; 
former Senator Herbert and Hovey 
Freeman, representing the Associated 
Factory Mutuals; F. L. Harrington and 
F. M. Walters of the Health & Accident 
Underwriters Conference; H. L. Wayne, 
Inland Marine Underwriters Associa- 
tion of America; W. H. Bennett and 
W. Ray Thomas, National Asociation 
of Insurance Agents; Henry Moser and 
Russell Matthias, National Association 
of Independent Insurers; H. E. Moore 
and R. W. Badger, National Asociation 
of Insurance Brokers; J. Raymond 
Berry, National Board; H. L. Ekern 
and Edmund Cummings, Jr., National 
Fraternal Congress. 

Commissioner Harrington of Mass- 
achusetts and Superintendent Dineen. of 
New York represented the National As- 
sociation of Insurance Commissioners. 








Women’s Round Table May 
Meet in Chicago Sept. 5-7 


There is a possibility that a meeting 
of the Women’s Quarter Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters will hold a 
meeting in the Edgewater Beach hotel, 
Chicago, Sept. 5-7. The place and date 
tentatively have been set, it was an- 
nounced in Chicago by Hermine R. 
Kuhn, chairman. She is field assistant of 
Manhattan Life operating out of the 
home office. 





Employment Situation 


Chicago offices find that there is some 
easing up in the employment situation 
so far as female help is concerned. The 
manpower commission has lifted the 
prohibition so far as that class is con- 
cerned. Chicago is in a critical zone 
and the restrictions as to employing 
male help still exist. However, there are 
some returning veterans that have been 
employed. There will be a marked com- 
petition for the higher class of young 
men as soon as they are available. Al- 








WANTED 


STATE MANAGERS FOR IOWA AND ILLINOIS 
In Life Company with 46 Years Experience 


SALARY — COMMISSIONS — EXPENSES — RENEWALS 
Complete Kit of Policies. 3% Basis 


TERM THRU ENDOWMENTS 


(All premium deposits over ordinary life premium with 3 per cent com- 
pound interest, paid in addition to the face of the policy) 


A REAL OPPORTUNITY FOR YOUNG — AGGRESSIVE LIFE 
UNDERWRITERS 


FOR ADDITIONAL INFORMATION WRITE 


Box C-46, The National Underwriter 
175 W. Jackson Boulevard 
Chicago, Illinois 





most every organization and office is 
looking for additional material of this 
kind. 





E. H. Lattimer, who has been in the 
underwriting department of the Em- 
ployers Mutual Fire for many years, 
has been appointed special agent for 
Northwestern Mutual Life with head- 
quarters in Wausau, Wis. 





Robert De Pau, Jr., Prudential super- 
intendent and a director of the Chicago 


Association of Life Underwriters, is 
bereaved by the loss of his father who 
died at Highland Park hospital at the 
age of 63. 





Miss Nannie H. Gravely, Rocky 
Mount, Va., agent for Atlantic Life, 
has the distinction of being the first 
woman to qualify double for the Aces’ 
Club. In addition she teaches school 
five days per week for nine months 
each year. 





Build prestige by having all the an- 
Digest. $5 from National Underwriter. 











PEOPLE EXPECT FRIENDLINESS 
AS WELL AS HONESTY FROM BUSINESS 
FIRMS WITH WHOM THEY DEAL 


The drastic changes in these 
times have not changed the 
spirit of friendliness of this 
Company towards its policy- 
holders and with its field 


underwriters. 


It stil! holds to a policy of sincere, help- 
ful service rendered in a true spirit of 


friendship. 


Over One-Quarter Billion Insurance in Force 


tHE OHIO NATIONAL 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 











TWO HOME OFFICE POSITIONS AVAILABLE 


One position available in Underwriting and one in Actuarial 
Department at Home Office of a New England life insurance 
company. Please state experience, training and salary ex- 
pected. Excellent opportunity for advancement. Write Box 
C-51, The National Underwriter, 175 W. Jackson Blvd., Chicago 


4, Illinois. 
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COMMENT 





Personal Problems of Salesmen 


Managers of agencies who are the 
* most successful do not fail to help their 
salesmen along personal lines. They 
learn all they can about their individual 
problems, their families, how they live, 
what their ambitions are, what their 
habits are. Often a salesman seems to 
be downhearted and distracted and it is 
learned that some domestic problem is 
engrossing his mind. The understand- 
ing manager steps in and attempts to 
counsel his men in their every day lives, 
not only in their insurance work but in 
their family and social life. 

One of the features that an agency 
manager soon sees is the difficulty of a 
salesman, often successful otherwise, to 
handle his finances. Some are always in 
debt. They do not know how to budget 
their income, how to save money, how 
to spend it. An agency manager in 
speaking on this subject said: 

“A salesman can always meet the 
world with better grace, keep his chin 
up and his enthusiasm in high gear if he 
has no financial obligations to meet that 
are pressing. There is always confi- 
dence when he has money in the bank. 

“The first thing I try to do in training 


a salesman,” said a manager, “is to 


whittle down his debts gradually until 
he is out of the woods. Then I try to 
build him up by having him get into the 
habit of saving until he has at least $500 
in hand. That should be the foundation, 
the minimum before him. That will 
take care of emergencies. It is always a 
wise course for a sales manager to set a 
minimum amount which a_ salesman 
should have at hand to meet exigencies.” 

Many managers find that one of the 
difficulties confronting new agents is 
the debts that have accumulated. First 
objective, therefore, is to get these grad- 
ually reduced. This requires finesse and 
strategy on the part of the manager to 
change the financial habits of an agent. 
Managers agree that agents cannot do 
their best work with obligations hanging 
over them. As soon as possible the con- 
sensus of opinion is that the manager 
should attempt to instill thrift in his 
men, getting them to budget their ex- 
penses religiously and carefully. Then 
they should always have at hand money 
to fall back on. They should never be 
at the point where they have to go to 
the manager and seek a loan. This 
training of agents along spending lines 
is all important. 


Natural Laws All Followed 


It is always a great satisfaction to 
men engaged in any line of business to 
know that their effort is being invoked 
in an enterprise that follows natural laws. 
Life insurance is scientific and is based 
on laws of nature. Therefore its en- 
tire activities are conducted along lines 
that are following a natural trend. 

Life insurance is based on the mor- 
tality of the human race. There is noth- 
ing so uncertain as to what may happen 
to the individual from day to day. There 
is nothing more certain as to what will 
happen to a million people so to speak 


every day. There are a certain number 
of deaths from year to year over the 
centuries. As the group increases the 
average becomes more certain. 

Insurance has taken advantage there- 
fore of this immutable law and _ its 
structure is built according to the prin- 
ciples underlying it. A legal reserve 
life insurance institution never gets into 
trouble because of the principles upon 
which it is built. If trouble comes, it 
is because. the management ignored the 
natural laws that have been used in 
the construction of the company. 


Good Talking Point These Days 


Life insurance men have an extraordi- 
nary opportunity these days to call at- 
tention to the fact that no longer can 
some people rely entirely on their invest- 
ments to carry them along, because of 
lower yield and increasing tax burden. 
In fact it is the tax situation that is a 
bugbear in the reduction of net income. 
People who are relying for a living 
on income outside of their business 
now find themselves drawing constantly 
on principal. The income from in- 
vestments is not sufficient to main- 


tain their standard of living. The op- 
portunity for life insurance men is right 
there in calling attention to the fact that 
life insurance can be used to supple- 
ment the income and preserve its integ- 
rity. In fact it is the annuity principle 
in life insurance that is highly impor- 
tant. 

The annuity not only provides in- 
come but it can use the principal with- 
out exhausting it because it continues 
until death. It is not likely that taxes 
will be reduced to any extent. There is 


no outlook at present for any increase in 
interest yield on investments. Hence 
life insurance men have a glorious op- 
portunity at this time to bolster income 


and retirement funds. Income annuity- 
wise ceases at death. Principal is grad- 
ually drawn upon and scientifically is 
exhausted at death. 








PERSONAL SIDE OF THE BUSINESS 





Tom Bouck, John Hancock Mutual, 
Columbus, O., won his second Akron, 
O., district amateur golf championship. 
Mr. Bouck defeated Andy Hlas one 
up on the second extra hole of the 
scheduled 36-hole contest with a 13 foot 
putt for a birdie. Mr. Bouck who is 
45 years old did not play golf until he 
was 30. Five years after taking up the 
sport he won the Akron amateur the 
first time he played in the event. 

Congressman Victor E. Wickersham, 
formerly of the Oklahoma City general 
agency of John Hancock Mutual Life, 
is the leader of the congressional fact- 
finding group now visiting England and 
which plans to visit other countries on 
the continent and then go to the mideast 
and perhaps to India and China. 

M. J. Cleary, president of Northwest- 
ern Mutual Life and head of the Wis- 
consin Educational Foundation, an- 
nounced a scholarship fund campaign by 
which it is planned to raise $1,000,000 
nationally among University of Wis- 
consin alumni. 

Stanley Jacobson, assistant counsel 
of Northwestern Mutual Life, spoke on 
“The GI Bill of Rights’ at a meet- 
ing of the Milwaukee Civitan Club. 

Johnson D. Hill, president Atlas Life 
of Tulsa, expects to be a candidate for 
the Democratic nomination for governor 
next year. Mr. Hill, who was speaker 
of the house, resigned when the house 
failed to impeach A. L. Crable, state 
superintendent of public instruction in 
connection with the text book adop- 
tions. 

Lt. Wm. T. Earls, general agent Con- 
necticut Mutual, Cincinnati, is the proud 
father of a son, the family’s first, Wil- 
liam T. Earls, Jr., born at Johns Hop- 
kins Hospital, Baltimore. Lt. Earls has 
been stationed for sometime with the 
navy at Annapolis. 

Byron §S. Griffith, Galveston general 
agent of American Mutual, and Gerald 
A. Hollman, agent at Norman, Okla., 
have qualified as members of the Mil- 
lion Dollar Round Table. It is Mr. 
Griffith’s second consecutive year of 
qualification. It was Mr. Hollman’s first 
year in the business. 

Earl V. Reed, Equitable of Iowa gen- 
eral agent at Wichita and president of 
the Wichita Association of Life Under- 
writers has been named campaign man- 
ager of the 
chest drive. 

J. P. Fordyce, president of Manhattan 
Life of New York, visited in Chicago 
last week and attended a three-day con- 
ference of his company’s branch office 
there under Manager Grover C. Simp- 
son. He had just come from visiting his 
home town of Russellville, Ind., where 
he has many relatives, and from a fish- 
ing trip in northern Wisconsin near 
Merrill, where he visited his wife’s rela- 
tives. 

Commissioner McCormack of Tennes- 
see has plans to return to his office in 
Nashville about Aug. 15. He has been 


Wichita community-war. 


recuperating from his illness at his 
former home in Memphis where he has 
been keeping in close touch with the in- 
surance department affairs and making 
plans for the next meeting of the Na- 
tional Association of Insurance Commis- 
sioners, of which he is president. 

Bill A. Schauer, Detroit general agent 
Penn Mutual Life, is celebrating his 
10th anniversary in the business. A 


native of Pittsburgh and a graduate of: 


the University of Pittsburgh, he was 
inducted into the business by Holgar 
J. Johnson, president Institute of Life 
Insurance, who was then Penn Mutual 
general agent. 

Mr. Schauer developed a_ personal 
production of about a million a year and 
in 1938 was named a supervisor, guid- 
ing one of the agency units while main- 
taining his production at the same level. 
In November, 1942, he was appointed 
general agent in Detroit succeeding the 
late L. M. Gillette. He is secretary of 
the Detroit Life Underwriters Associ- 
ation. 

The Murrell Brothers staged a re- 
union at Woodrow Wilson Hospital at 
Staunton, Va., last week. They were 
Lieut.-Col. Powell Garland Murrell, 
Lieut.-Col. Weymouth L. Murrell and 
Commander Thomas G. Murrell. Lieut.- 
Col. Powell G. Murrell recently de- 
barked at Boston after three years of 
service in the European theater of op- 
erations and was taken to the Staun- 
ton Hospital for treatment for a heart 
ailment. His two brothers, Los Angeles 
general agents of Mutual Benefit Life, 
later visited their mother, Mrs. Mildred 
G. Murrell in Richmond and then went 
to Newark for a conference with home 
office men. 3 

Lieut.-Col. Weymouth L. Murrell 
used to be with Travelers at Richmond. 
In service he was in charge of the 
officer procurement office of the adju- 
tant general’s department in Los An- 
geles. Commander Murrell who was 
on convoy duty in both the Pacific and 
Atlantic, is also out of the service. 
Powell Murrell expects to rejoin the 
Chesapeake & Ohio Railway. 

General Agent Samuel Berman of Se- 
curity Mutual Life at New York and 
Mrs. Berman were guests of honor at a 
luncheon given by Mr. Berman’s agency 
associates. Mr. Berman was presented 
a handsome overnight bag. The agency 
was No. 1 for 1944 and No. 2 as of June 
30 this year. 

Maj. Jack M. Yates has rejoined the 
Toledo office of Equitable Society, hav- 
ing been placed on inactive service with 
133 points. He wears the DFC, Air 
Medal with 10 clusters, Croix de Guerre 
with palm, Presidential Unit citation 
with two clusters, and has a record of 
air missions in the Mediterranean, where 
he bailed out of his burning plane and 
reached his base after 26 days of adven- 
ture. 





Turn to the 1945 Time Saver for the 
facts about accident and health policies 
—$4 from The National Underwriter. 
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Does Cal-Western want women 
agents? 


(Yes. This Company was the 
first life insurance company to 
establish a Home Office Wom- 
en's Division under the super- 
vision of a woman. With a 
C.L.U. degree and 19 years of 
successful field-selling experi- 
ence she was well qualified to 


do the job.) 


Was Cal-Western's faith in 
women agents justified? 


(Yes. Production from women 
agents increased 300% from 
1941 to 1944.) 


Do Cal-Western Women 
Agents sell mostly to women? 


(No. Cal-Western's women 
agents are trained to do an 
all-round job. 32% of their 
business in 1944 was submitted 
on male lives, 39% on female 
and 29%, on juvenile.) 


Is there a growing interest on 
the part of women in a life 
insurance career? 


(Yes. 55%, of the business paid 
for by women agents in 1944 
came from 1944 appoint- 
ments.) 


Are Cal-Western women 
agents trained to do a profes- 
sional job? 


(Yes. 58% of the applications 
written were submitted with 
complete cash settlement with 
the application.) 


he “The ‘Agency Minded' Com- 
pany" operating in Eleven 
Western States 


and Hawaii. 


CALIFORNIA-WESTERN 


STATES LIFE 


: | | INSURANCE COMPANY 


“3 Home Office: Sacramento 














DEATHS 





Joseph W. Jones, 75, vice-president 
of Franklin Life until his retirement 
in 1940, died recently. He had been 





JOSEPH W. JONES 


with the company 41 years prior to his 
retirement. For some time he was 
agency director of the company. 

. Norris Bokum, Jr., son of the late 
Norris Bokum of the old Bokum & 
Dingle general agency of Massachusetts 
Mutual in Chicago, died from injuries 
sustained in an automobile accident in 
Maryland. He was a seaman first class 
in fire control in the navy and had seen 
active service ever since 1941 in all of 
the Pacific action up to Iwo Jima and 
was wounded twice. He was 25 years 
of age. Services were held in Chicago 
where his mother, popularly: known as 
“Fanny Butcher” of the Chicago “Trib- 
une,” resides. 

Mary E. McEntee, examiner in the life 
insurance bureau of the New York de- 
partment, died. She started with the de- 
partment as a clerk in 1908 and was 
named as an examiner in 1920. 





Foreman Is Honored for 
1,000 Weeks Record 





Floyd ‘Foreman, Logansport, Ind., 
general agent of Peoples Life of In- 
diana, passed 1,000 weeks of consecutive 
weekly production July 15 and was guest 
at a special dinner given in his honor. 
He started his consecutive weekly pro- 
duction in May, 1926, and has produced 
from one to 10 applications every week 
since then. He has been in the life 
insurance business for 26 years, starting 
as agent at Camden, Ind., early in 1919. 
He has built a general agency and in 
addition to his agency work has main- 
tained a membership in every honor 
organization in his company. 

As a result of his personal solicita- 
tion he has more than 4,100 policy- 
owners on the books. He has specialized 
in service to and return calls on old 
policyowners, the majority of whom have 
two or more policies in force with his 
company. One has nine bought through 
him. 

At the dinner tribute was paid to 
Mr. Foreman by company officials and 
guests. The company presented him a 
solid gold pen and pencil set. Eugene 
O. Burget, president; Arthur C. Lou- 
ette, executive vice-president; Maurice 
Hartwell, secretary; LaVerne Wilson, 
superintendent of agents; Harold Smith, 
actuary, and Ed Hodge, home office 
general agent, represented Peoples Life 
from the home office. 

Among guests were Mr. Foreman’s 
first policyowner and the first one 
written in the 1,000th week of his weekly 
production. 

Alden C. Palmer, vice-president R. 
& R., gave a talk. 


NEVER IN HISTORY 


has it been so necessary 


to take care of tomorrow 
with the resources of 
to-day. Life Insurance 
meets the challenge of 
the unknown tomorrow 


by the insight, prudence 


and resources of to-day. 


SUN LIFE 


ESTABLISHED 1865 


OF CANADA 


HEAD OFFICE 
MONTREAL 





“The new booklet, YOUR 
LIFE INSURANCE, is just 
what we who are now far from 
home want and need. Please send 
me 25 copies so that I can pass 


them on to others-over here.” 


And SO, in substance, 
have read numerous letters from our men in the armed serv- 
ices, following their reading of the Company's 32 page book- 
let on National Service life insurance. 

Information and advice, if sufficient and impartial, 1s al- 
ways appreciated. That is why the life underwriter under 
arms, his buddies, and his loved ones at home, all regard 
Your Life Insurance so highly. It is concerned only with the 
serviceman’s life insurance problems It outlines clearly the 
unique benefits of National Service life insurance. It urges 
the serviceman, without exception, to retain and convert to 
a permanent plan his government policy, and it tells him ex- 
actly how to get that job done with a minimum of effort. 


EQUITABLE LIFE OF IOWA 
Gounded 1967 


Des Moines 


Home Office 
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Deaths from War Increase, 
Decline on Home Front 


The death rate from enemy action 
was four times higher in the first six 
months of 1945 than for that period in 
1944, according to statisticians of Metro- 
politan Life. The 1945 first half was 


11% times higher than for the like 
period in 1943. For the year 1944 the 
rate of death from enemy action was 
68.3 per 100,000 while in the first half 
of 1945 it was 129.2. The death rate 
from all causes in the first half of 1945, 
exclusive of deaths chargeable to the 
war was 5.4% below that in the first half 
of 1944. 


Pree Enterprise 


A knack for finding prospects and turning 


them into policyholders will net profitable re- 


turns today . . . especially ‘with a company 


that stresses growth. The future never looked 


brighter. 


Shenandoah Life offers a complete line of 


policies. Agents’ contracts are fair, with lib- 


eral first year and renewal commissions. 


Friendly home office service, plus highly effi- 


cient field cooperation: group insurance for 


agents at company expense. 


Opportunities in Virginia, West 


Virginia, North Carolina, South 


Carolina, Tennessee, Alabama, 


INSURANCE COMPANY, 





and Mississippi. 











GENERAL AND DISTRICT AGENCY 


TERRITORY AVAILABLE IN 
Kentucky, Virginia, West Virginia 
and District of Columbia 


Portfolio includes all standard forms of Life and Endowment policies as well as 
Wholesale, Group, Salary Deduction, Government Allotment, Juvenile, Family 





Income and Retirement Plans. 








George Washington Life Insurance Company 
Home Office 
CHARLESTON, WEST VIRGINIA 

















CHICAGO 


Several Agencies Must Move 
as College Takes Building 


Purchase of the 231 South Wells 
street building in Chicago by the new 
Roosevelt College, backed by Marshall 
Field, publisher-owner of the Chicago 
“Sun,” requires a number of life agen- 
cies to move by Aug. 15 or as soon 
thereafter as possible. 

The agencies, have had great difficulty 
in finding new accommodations, and in 
at least one instance the only space ob- 
tainable on short notice calls for dou- 
bling the rent formerly paid. 

All but the third and fourth floors and 
ground floor space are to be occupied 
at this time by the college, and all 
tenants on the other eight floors were 
given notice to vacate by about Aug. 15. 

The life agencies which must move 
are: Federal Life & Casualty, B. G. 
Lewin, manager, moving about Sept. 
1 to 111 West Jackson boulevard; Com- 
mercial Life of Springfield, Ill., National 
Life of Iowa, Julius Doane, general 
agent, moving to Room 810, 175 West 
Jackson; Ohio State Life, P. J. Kief- 
fer, general agent, moving to room 711 
Austin building; Pioneer Life of Rock- 
ford, IJl., Edward Edelson, general 
agent (also proprietor of the Sunset 
Agency Company at the same address), 
moving to room 910 at 330 South Wells 
street. 

Registration will start Sept. 4 and 
courses will begin Sept. 24. This fall 
there will be two classes devoted to gen- 
eral and property insurance. In the 
spring a life insurance course is planned. 
The director of the insurance courses 
has not been announced. 

The new college is an ambitious ven- 
ture, with several Chicago leaders and 
University of Chicago men besides Mar- 
shall Field as backers and sponsors. It 
is the result of dissension in the Central 
“Y” College. over matters of policy 
which brought resignation of most of 
the executive staff and faculty, who 
now form the Roosevelt College. The 
new location is just across Jackson 
boulevard from the Insurance Exchange. 
Central “Y” College previously has had 
a number of insurance courses, one of 
the lecturers for several years being 
J. C. O’Connor, associate editor of THE 
NATIONAL UNDERWRITER. Hereafter the 
“y” will conduct only high school 
courses. The Roosevelt College plans 
full four-year college courses. 








$12%, MILLION MORTGAGE 


The new mortgage on the Merchan- 
dise Mart in Chicago, recently pur- 
chased by Joseph P. Kennedy, Boston, 
from Marshall Field & Co., has been re- 
ported in the newspapers to be for $12,- 
500,000, made by Equitable Society. The 
total price involved in the transaction, it 
is said, was $16 million. 





ACACIA’S CHICAGO RECORD 


The best all around six months record 
of Acacia Mutual Life in Chicago since 
the branch was established 31 years ago 
was made the first six months of this 
year. There was a 100% qualification 
for the honor organization, the William 
Montgomery Quality Club. The new 
business amounted to $2,401,789. There 
are 26 agents in the organization. Man- 
ager Lee Nashem in Chicago is jubilant 
over this outstanding six months record. 





MANHATTAN LIFE CONFERENCE 


President J. P. Fordyce of Manhattan 
Life of New York spoke at a three-day 
sales conference in Chicago of the 
branch there which is conducted by 
Manager Grover C. Simpson. Hermine 
R. Kuhn, field assistant operating out of 
the home office, who has an outstanding 
sales record and has made many talks 


before life insurance organizations 
throughout the country, also was a 
speaker. 


Manager Simpson reported there had 
been a 50% increase in the full time 
agents since February when he took 


charge, assisted by Henry J. Heffernan, 
brokerage manager, and there also has 
been a 25% increase in business this 
year. 

A surprise luncheon was held for 
President Fordyce, the occasion being 
the company’s 95th anniversary that 
day. In a three-day sales campaign the 
agents produced $135,000 of paid busi- 
ness which was submitted to the presi- 
dent with a scroll. 





TO OPEN CHICAGO OFFICE 


Union Mutual Life will eventually 
open an office in the Bankers building 
in Chicago in charge of L. R. Lunoe, 
who becomes Chicago manager and also 
supervisor for two or three states. It 
will be some time before the office is 
opened. Mr. Lunoe thus returns to Chi- 
cago where he was formerly connected 
with Mutual Trust Life. 


_COMPANY MEN 


Five Move Up 
at Prudential 


Prudential has appointed three new 
supervisors and two managers. 

Fred G. Happich, manager of the 
ordinary disability claim department, 
was promoted to supervisor. He will 
be responsible for the supervision of the 
ordinary and group disability claim de- 
partments. 

William J. McBurney, manager of 
the industrial claim department, was 
promoted to supervisor in charge of 
the ordinary claim and’ the industrial 
claim departments. 

Daniel A. McCabe, manager of the 
claim inspection department, becomes 
supervisor in charge of the claim in- 
spection, claim service and unclaimed 
equities departments. 

Harvey E. Mitchell, associated man- 











The best advertisement a 
business can enjoy is the evi- 
dent happiness, prosperity 
and general well-being of 
the men concerned with it. 
Our field men have given us 
all-time production records 
for the past two and a half 
years through our up-to-date 
policy contracts that are 
fitted to the present day 


demands for family security. 
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ager, industrial actuarial department, is 
promoted to manager; Henry A. Hart- 
ley, supervising claim inspector, to 
manager of the claim inspection depart- 
ment; and Fred R. Gibney, Jr., assistant 
manager, ordinary claim department, to 
manager of the industrial claim depart- 
ment. 

Mr. Happich has been with Pruden- 
tial since 1911, serving successively as 
clerk, senior claim approver, assistant 
manager, manager and supervisor. Mr. 
McBurney joined the company in 1925 
as a clerk in the ordinary claim de- 
partment, becoming senior approver of 
ordinary disability claims, supervising 
approver, assistant manager, “manager 
and supervisor. Mr. MacCabe became 
a Prudential employe in 1921 as a clerk 
in the ordinary policy department. He 
was promoted to an approver in or- 
dinary claim, advancing to supervising 
approver, assistant manager, manager 
and supervisor. 


Hofmann Assistant Agency 
Manager, Provident Mutual 


Provident Mutual Life has elected 
E. Roy Hofmann assistant manager of 
agencies. Mr. Hofmann entered the 
company in 1920 and was made agency 
assistant in 1939. 





Diepenbrock Joins 
North American Accident 


R. G, Diepenbrock, actuary of the 
Missouri insurance department since 
May, 1942, has resigned to become con- 
nected with the North American Acci- 
dent of Chicago to assist President 
George F. Manzelmann in the organiza- 
tion of its life insurance department. 
He was actuary at the old Conti- 
nental Life of St. Louis from 1925 to 
1929 and then took a similar position 
with the State National Life of St. 
Louis, remaining with it until he went 
with the department. He received his 
law degree from the St. Louis City Col- 
lege of Law & Finance. 





Guardian Life Names Two 
in Mortgage Department 


Burlye B. Pouncey has been appointed 
manager of the mortgage department and 
Peter V. Cloke assistant manager by 
Guardian Life. The changes follow re- 
tirement of Robert McDowell as man- 
ager of the company’s mortgage de- 
partment after 47 years with the com- 
pany. 

Mr. Pouncey has been assistant man- 
ager of the department since 1932. He 
joined Guardian Life in 1924 as.assistant 
superintendent of the mortgage depart- 


OPPORTUNITY 


A mid-western Life Insurance Com- 
pany, approaching $100,000.000 of 
life insurance in force, is preparing 
to expand its Home Office Agency 
Department. We are interested in 
interviewing a young man with 
some life insurance sales and gen- 
eral agency experience who is 
seeking an opportunity in Home 
Office work. The right man will be 
given sales-management training 
and can establish himself in a per- 
manent position with pleasant 
working conditions and good 
chances of advancement. 








Write, giving full information about 
yourself to C-57, The National Un- 
derwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 




















AVAILABLE 


A thoroughly experienced mortgage and real 
estate man, fully capable of taking complete 
charge of department or handling a territory. 
Exceptional well acquainted in the Southern 
States. Seeks connection with a progressive 
Company. Address C-55, The National Under 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 











ment, and in 1932 was appointed as- 
sistant manager and made an officer of 
the company. 

Mr. Cloke has been in the mortgage 
department since 1931. He advanced 
to department head status in 1935. In 
recent years he has been active in field 
underwriting of mortgages and in the 
development of new mortgages. 

Mr. McDowell joined the company 
in 1898, when he was 18. After two 
years as a clerk in the supply and pre- 
mium record departments, he transferred 
to the mortgage department. In 1930 
he was appointed manager of the mort- 
gage department and an officer of the 
company. 


John Hancock Mutual 
Makes Group Changes 


Chester M. Baughman has been ap- 
pointed manager of the group annuity 
sales division of John Hancock Mutual. 
John E. Dwyer has been made assistant 
manager of the division, and Charles 
T. Kreiser, formerly of the Minneapolis 
group office, has been appointed field 
assistant in the group sales division. 


New Old Line Director 


MILWAUKEE—Folke Becker, pres- 
ident and general manager of the Rhine- 
lander (Wis.) Paper Co., has been 
elected a director of Old Line Life. He 
succeeds the late W. H. Ryan, Apple- 
ton, Wis. Mr. Becker is also president 
Merchants State Bank, Rhinelander. 

Insurance in force has reached a new 
high of $97,740,675, gain $2,645,093; ac- 
eident, health and hospital premiums 
ghined 29% in the first six months; as- 
sets June 30 totaled $30,143,023, increase 
$1,050,659; payments to policyholders 
and beneficiaries were $834,704 in the six 
months. 











Fred Heidemann has been appointed 
tabulating supervisor Guarantee Mutual 
Life. He has been with the company 
18 years. 

W. M. Houze, Chicago, general agent 
of John Hancock, Thursday left Wesley 
Memorial hospital where he has been 
for two weeks undergoing a checkup. 
Early this year he underwent an opera- 
tion. He now plans to take two weeks’ 
vacation before returning to the office. 


COMPANIES 


Provident Mutual's 
Record 6 Months 


Assets of Provident Mutual Life in- 
creased to $481,990,000 as of June 30. 
This represents a gain of $16,764,000 
during the first six months. Assets in- 
clude $177,592,000 in U. S. government 
bonds, representing an increase of $21,- 
100,000 since the first of the year, greater 
than the total gain in assets. 

Insurance in force increased during 
the six months by $19,633,000 to $1,- 
108,803,000, while net voluntary termina- 
tions (lapses, surrenders, etc.) dropped 
to $5,776,000, only one-half of 1% of 
insurance in force. 

New paid-for business, aggregating 
$37,332,000 for the six months, repre- 
sents an average policy of $5997, high- 
est in the company’s history for any 
corresponding period. 


Peoples Life Official Changes 


Peoples Life of Washington, D. C., 
has announced several changes in offi- 
cial personnel. W. W. Chiswell has 
resigned as president but continues as 














chairman. S. W. Hauser has been 
elected president and treasurer; R. N. 
Taylor, vice-president; H. Chiswell 


Byers, secretary; W. W. White, secre- 
tary; P. C. Kite, assistant secretary and 
A. P. Thompson, personnel director. 


Now Standard Life & Accident 


Standard Life & Hospital of Okla- 
homa City, has changed its name to 























Fifty-First Year of 


Dependable Service 


w 4 x4 


* The State Life Insurance Company has paid 
$148,000,000 to Policyowners and Beneficiaries 
since organization September 5, 1894 . . . The 
Company also holds over $61,000,000 in Assets for 
their benefit . . . A total of $20,000,000 is invested 
in War Bonds and U. S. Government securities... 
Agency opportunities — with up-to-date training 


and service facilities—for those qualified. 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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You Are John and George to Us 


Complete Insurance Protection .. . 


Life — Accident — Health — Hospitalization — 
_Lifetime Disability Coverage 


We all work together at the North American Life. All our 
officers started in the field and they know the producers’ prob- 
lems from A to Z. We realize that close personal contact is 
vital in starting a new man on the right track and in keeping 
the experienced agent producing in top form. 


The North American Life’s surplus 
has more than trebled during the 
past six years ... you can make 
real progress with this growing 
company. 


Agency .Openings in 
Calif., Ga., Ill., Ind., Kan., 
Mich., Mo., Neb., N. J., 
N. D., Ohio and Wis. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. Ashbrook Vice Pres.-Supt. of Agencies 
North American Building, Chicago 3, Illinois 
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Keyed to the MODERN TEMPO 


Fridén Fully Automatic Calculators are keyed 
to fulfill today’s demand for accurate figure 
work production. Compute your payrolls, 
tax deductions, inventories, expense distribu- 
tions and government figures with unexcelled 
| speed and absolute accuracy. 

Telephone your local Fridén Representative 
and arrange for a demonstration of these 
modern calculators, now available to every 
business. Replace your worn or obsolete cal- 
culating equipment with an easy-to-operate 
FRIDEN...learn how the Calculator, not the 
Operator...does the work. 


Fridén Mechanical and Instructional Service is available in approximately 250 


Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CoO., INC. 


HOME OFFICE AND PLANT * SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUCHOUT THE WORLD 














EARN MORE— 
Sell COMPLETE Protection 


© LIFE 

© JUVENILE 

© ANNUITIES 

© PARTICIPATING 

© NON-PARTICIPATING 

© ACCIDENT & HEALTH 

® HOSPITAL, SURGICAL, MEDICAL 
Increase your selling opportunities with a complete range of policies. Records are 

—. made by Agents through our new Hospital package policy, ''Employee Security 

Attractive Agency contract and liberal Agents’ Retirement Plan. 


General Agency openings in Illinois, lowa, Michigan, Minnesota, Ohio and Wisconsin. 
Write for information today. 
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Standard Life & Accident. Capital 
stock is $50,000. Incorporators are W. 
R. Emerson, P. C. Damen and J. E. 
West, all of Oklahoma City. 


To Erect New Home Office 


MINNEAPOLIS—H. P. Skoglund, 
president North American Life & Cas- 
ualty, announces that plans are being 
made to erect a $500,000 home office 
building after the war. It will be lo- 
cated on Lowry hill adjacent to the 
Walker art institute. The company now 
owns its present office building on Park 
avenue, formerly the home of a multi- 
millionaire lumberman. 








Largest Financial Transaction 

Life of Virginia in its purchase of $25 
million of war loan bonds states that 
this is the largest single financial trans- 
action in its history. 





Mutual Life of New York has been 
approved by the Oklahoma state cer- 
tifying agency, for training returned 
veterans in life insurance. 


CHANGES 


Anderson in Charge 
at Minneapolis 


Occidental Life of California has 
named A. D. Anderson of the home 
office executive agency staff as man- 
ager of the Minneapolis branch office, 
which has been vacant since the tragic 
death of Keith J. Petersen in May. 

Mr. Anderson, accident and sickness 
department superintendent, had com- 














A. D. ANDERSON 


pleted the primary project for which 
he was taken into the home office, re- 
organization of the accident and sick- 
ness policy forms. When the key Min- 
neapolis office became open he_ ex- 
pressed a desire for the post. The Min- 
neapolis agency is one of the largest in 
the field force. In the last three years 
it has almost doubled its life volume 
and premiums, and has more than 
doubled the accident and sickness pre- 
miums, 

Mr. Anderson has had more than 20 
years’ insurance sales and supervisory 
experience. He was called to the Oc- 
cidental home office in May, 1942, from 
the post of accident and sickness man- 
ager in the midwest at Chicago. His 
work resulted in complete revision of 
the A. & S. ratebook, and in 1942, 1943 
and 1944 ordinary A. & S. premiums 
in force almost doubled and group 
premiums increased rapidly. 

He will assume his new post Sept. 1. 
He has operated previously in the 
Minneapolis territory. His first experi- 
ence in accident and sickness insurance 
was with Travelers, and after sales suc- 


cess he advanced to supervisory posi. 
tions, first with Commercial Casualty 
and later with Continental Casualty for 
whom he was A. & H. manager in the 
Insurance Exchange branch at Chicago 
and assistant superintendent of agents, 

He joined Occidental in 1940 as divi. 
sion manager at Chicago, and under 
his direction the territory, including 
Minneapolis, had rapid increase in busi- 
ness. 

He is past vice-president of the 
National Accident & Health Association 
and past president Chicago association, 


New State Mutual 
Los Angeles Head 


Harold W. Dougher, new general 
agent for southern Colifornia, for State 
Mutual Life, has 
been a resident of 
California since 
1920. He comes 
from an insurance: 
family and his 
father is still active 
in the business. He 
attended University 
of Southern Cali- 
fornia, graduated 
from the college of 
business adminis- 
tration and was a 
member of the team 
that represented 
U.S.C. in their first Harold W. Dougher 
Rose Bowl victory in 1923. 

Mr. Dougher has served on various 
committees of the Los Angeles Asso- 
ciation of Life Underwriters. He is a 
past president of the Los Angeles 
C.L.U. Chapter and has served as a 
member of the national C.L.U. board. 











Sloan to Cal.-Western States 


Harry W. Sloan of Fort Worth, has 
been appointed manager of the Fort 
Worth agency of California-Western 





An Insurance Authority 
Once Said: 


“Insurance Salesmen should never 
limit themselves to the sale of 
Life Insurance only and vice- 
versa.” 


POSTAL LIFE offers you the 
OPPORTUNITY to take care 
of your prospects and policy 
holder’s problems completely. 


L. H. G., one of our agents 
added over $2000 to his 1943 
INCOME on his ACCIDENT 
& HEALTH business. 
POSTAL LIFE offers LIFE, 
ACCIDENT, HEALTH and 
HOSPITALIZATION con- 
tracts. Don’t overlook the op- 
portunity to earn these addi- 
tional commissions and re- 
newals. 

Openings in MISSOURI, 
KANSAS, IOWA and NE. 
BRASKA. 


For information WRITE 
O. R. Jackson, Vice-President 


POSTAL LIFE & CASUALTY 


INSURANCE COMPANY 
“An Old Line Tops Reserve Life Insurance 
‘ompany”’ 


4727 Wyandotte St. Kansas City 2, Mo. 
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States Life. He was at one time San 
Francisco manager of Occidental Life of 
California. Mr. Sloan is located at 306 
Petroleum building. 


Lincoln National 
Advances Benedict 


V. G. Benedict, formerly cashier of 
Lincoln National Life at San Francisco, 
has been promoted to general agent and 
will be associated with H. F. Sleeper. 
This office will now be known as the 
Sleeper-Benedict Agency, and will con- 














You Can Plan Today For 
Your Production and 


_ Home of Tomorrow 
through a 


RENEWAL 
COMMISSION 
LOAN 


® PRODUCTION 

@® WORKING CAPITAL 

® CUSTOMERS’ NOTES 
AND ACCOUNTS 

® POSTWAR 
OPPORTUNITIES 

@ EXPANSION 

© HOMES, ETC. 


OUR BUSINESS is loaning you 
money in substantial amounts 
... the one source in the U.S. 
that specializes and really under- 
stands your needs. 

A renewal loan of $4,500 costs 
you only 11 cents per day per 
thousand dollars. 

A unique plan developed by us in 
cooperation with the Northwestern 
National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 


CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 
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tinue to be located at 519 California 
street. 

Mr. Benedict joined the company in 
1930. He served as cashier at various 
branch offices and has been in the San 
Francisco office since 1934. In addition 
to his duties as cashier, Mr. Benedict 
has been active in personal selling, and 
has assisted Mr. Sleeper in the agency 
operation, 

E. E. Thomas, formerly assistant 
cashier, has been promoted to cashier to 
fill the vacancy left by Mr. Benedict. 





General American Names 
Two New General Agents 


J. Mack Moss, Norfolk, and R. L. B. 
Rouzie, Newport News, Va., have been 
appointed general agents of General 
American Life. 

A veteran personal producer and gen- 
eral agent with more than 25 years’ 





J. M. Moss R. L. B. Rouzie 


experience, Mr. Moss entered the busi- 
ness shortly after he received his LL.B. 
from Wake Forest College. The Nor- 
folk agency has offices at 611 Royster 
building. 

Mr. Rouzie formerly was district man- 
ager of Provident Life & Accident. He 
has been a consistent production club 
qualifier. He is a past president of the 
Peninsula Life Underwriters Associa- 
tion and has also served as local chair- 
man of the pay roll division in war loan 
drives. He has established offices at 
209 Deal building, Newport News. 


Kelleher Is Western Life 
General Agent at Billings 


C. J. Kelleher has been appointed 
general agent of Western Life of He- 
lena, Mont., for the Billings territory. 
Mr. Kelleher succeeds Robert J. Towle, 
who is being transferred to Seattle as 
one of the company’s general agents 
there. 

Mr. Kelleher has made a successful 
record both as a personal producer and 
in training agents. He graduated from 
college in 1938, taught school in South 
Dakota until 1941 and then entered in- 
surance at Aberdeen as an agent. His 
personal production for the last two 
years has averaged better than $330,000. 
He has been active both in agents’ or- 
ganizations and fraternal groups. 


Prudential Shifts at 
Dayton and Cincinnati 


Curtis K. O’Dell, superintendent of 
the Cincinnati office of Prudential, has 
been transferred to the Dayton district 








office. 

Mr. O’Dell joined Prudential in 1928 
as an agent in Columbus, was promoted 
to assistant superintendent in 1929, and 
later was transferred to another district 
office in Columbus. In April 1939 he 
was made superintendent at Cincinnati. 
He succeeds Fred F. Shelton, retired. 

Lewis E. Hammitt, Lexington, Ky., 
will assume charge of the Cincinnati 
office. 

Mr. Hammitt has been with Pruden- 
tial since 1931. He was an agent in 
Indianapolis, then assistant superin- 
tendent. He became superintendent of 
the Lexington, Ky., office in 1941. 





Root to Curry Agency 
SAN FRANCISCO — Chester W. 
Root, in charge of the estate planning 








ALMOST $2000 A MONTH 
FOR THE FIRST SIX MONTHS 


We're referring to the first year earnings pulled down 
by a lone wolf general agent during the first half of 1945. 
(He operates exclusively in rural territory.) His first year 
earnings the first half of 1945 amounted to $11,469.69. His 
renewals earned him an additional $943.29. His record: 


Personal paid, first half 1945................ $288,435 
Agency paid, first half 1945................ $288,435 
TOtal PEON) Te SONNE oc iow eet cicien eens $767,736 


Total agency in force (includes personal)... .$815,236 


If You Can Qualify -- this earning-opportunity is still 
available in some spots in California, Oregon, Washington, 
Montana, Idaho, Utah and Wyoming. 


Check our Financial Statement and our 35-Year record 
of progress. 


WESTERN LIFE 


INSURANCE COMPANY 


HELENA Since 1910 MONTANA 
Assets $21,387,766 
Surplus to Policyholders $2,650,000 
R. B. RICHARDSON LEE CANNON 


President Agency Vice President 











“LIFE BEGINS AT 40” 


The Indianapolis Life Insurance Company, each year since 
its organization in 1905, has made progress and now, after 
40 years, is prepared for even greater progress and 
service. | 


Even though OUR 39TH YEAR (1944) was one of the best 
in our history, 1945 — our 40th Anniversary Year — is far 
surpassing it. 


HIGHLIGHTS FROM FIRST SIX MONTHS 


NEW PAID BUSINESS—26.5%, ahead of the same period last year. 

GAIN OF INSURANCE IN FORCE—50.2%, ahead of same period 
last year, bringing total in force to over $148,000,000. 

NUMBER OF MEN paying for over $100,000—50% greater than 
same period last year. 

AVERAGE PRODUCTION and AVERAGE EARNINGS PER FIELD 
REPRESENTATIVE—Highest in our history (and the TNEC re- 
port, a few years ago, reported that Indianapolis Life full-time 
men earned the largest average income of any company 
studied.) 


Yes, LIFE at 40 is on the move. 

bien Splendid agency opportunities with this high quality Legal 
Reserve Mutual Company are still available in a few choice 
cities in Indiana, Illinois, Texas, Ohio, Michigan, Minnesota 
and lowa. 


Indianapolis 
Life Insurance Company 


Indianapolis 7, Indiana 
An Old Line Legal Reserve Mutual Company 
Edward B. Raub : A. H. Kahler 


: d Vice-President 
President Supt. of Agencies 














18 


HteNATIONAL UNDERWRITER 





August 10, 194 








division of the Wells Fargo- Bank & 
Union Trust Co., here for 17 years, has 
resigned to join the F. J. Curry agency 
of Penn Mutual Life in San Francisco. 
Mr. Root, well known in life insurance 
circles, is a recognized authority on 
trusts, wills, taxes, corporate trusts and 
pension plans. 





Insurance Minister in Britain 


WASHINGTON — Britain now has 
an “insurance minister” in the cabinet. 
James Griffiths becomes minister of 
national insurance in the new Attlee 
labor cabinet. 


Names Brem & Klein Agency 

Bankers National Life has appointed 
David Klein and Isidor Brem of the 
Brem & Klein agency, Washington, 
D. C., as general agents. 





Wolfe Returns to Shugg 


DETROIT—T. W. Wolfe has re- 
joined the A. P. Shugg general agency 
of Union Central Life here after four 
years as assistant production planning 
manager for the Kelsey-Hayes Wheel 
Company, war plant at Plymouth, Mich. 








for any reason. 





Perfect Persistency 


ELEVEN OF OUR FULL-TIME AGENTS, 
who have been such for at least five years and are 
in the top 200 on our Leaders Club, ended the 
year 1944 with a record of perfect persistency. Not 
a single policy written by them was terminated 


WITH THE 
COMPANY’S SINCERE COMMENDATION 


their names are inscribed below: 


G. R. Baxer—Davenport, Ia. 

R. M. Horton, C.L.U.—Albany, N. Y. 
P. H. Day Jr.—Paterson, N. J. 

F’. M. Bkown—New York City 

J. A. BLanprorp—Dayton, O. 

R. W. Barnwett—Atlanta, Ga. 

G. E. Peirce Jr.—Providence, R. I. 

E. R. Reynoips, C.L.U.—Chicago, III. 
J. W. Musicx—Norfolk, Va. 

J. F. Hotmes—Indianapolis, Ind. 

F. D. Burxe—Sioux Falls, S. D. 


The Mutual Benefit 


Life Insurance Company 
Newark, New Jersey 




















BEATRICE 


B. T. Kamins, Agency Vice-President 








Well-known dairy center of southeastern 
Nebraska. Also the site of nurseries and 
assorted factories. Write for Alliance Life's 


plan to develop an Agency in Beatrice. 


Alliance 


Insurance Company 
Executive office: 750 N. MICHIGAN AVENUE 
CHICAGO 11, ILLINOIS 


CAREFUL 
REINSURANCE 
SERVICE 


Life 
Substandard 
Accident 
Disability 








R. E. Button, Reinsurance Secretary 











SALES MEETS 


Eckert Agency of Detroit 
Honors Leaders at Outing 


DETROIT—The C. R. Eckert gen- 
eral agency of Northwestern Mutual 
Life in the club year closed in June 
placed 21 agents with honors or pro- 
duction club memberships. - These men 
were honored at the agency’s annual 
meeting and outing at Essex Country 
Club near Windsor. 

H. B. Ruhl, W. H. Richardson, Sidney 
Weisman and L. C. Hatcher qualified 
for the Million Dollar Round Table. 
W 





I. Russeli led all the company’s. 


agents in June with $439,900 on 44 lives. 
R. W. Behmer ranks 23rd in consecu- 
tive months’ membership in the com- 
pany’s 4L, Club and also won a silver 
button by paying for $400,000 in his 
second year in the business. 

E. V. Gettys also won a silver but- 
ton and Paul Segal, first-year recruit, a 
bronze button. 

The agency ranked 10th in the coun- 
try among 85 agencies in competition 
for the general agents’ achievement cup, 
which is based upon all-around excel- 
lence in low first-year lapses, gain of 
business in force, sales to policyholders, 


recruiting of new agents, 4L Club mem- 


bers, percentage of increase in business 
and number of producing agents over 
five-year average, lives insured to insur- 
able population and paid-for business 
per capita, and first in the class A or 
large city group. 


Plan 1946 Rally 


H. J. Stewart, vice-president and 
agency manager West Coast Life, has 
notified the field organization that war 
and travel conditions permitting the 
company will hold its war-postponed 
agency convention in Victoria, B. C., 
next year. Producers will seek to reach 
$160,000,000 insurance in force by March, 
1946, the company’s 40th anniversary. 


POLICIES 


Aviation Clause 
Is Liberalized 


Guarantee Mutual Life has liberalized 
its war and aviation clause and an- 
nounces aviation rate reductions. ‘The 
company now will exclude only death 
resulting from travel or flight in, or 
descent from, any aircraft operating for 
military or naval purposes, or operated 
for any aviation training, or of which 
the insured is acting as pilot or crew 
member. The new clause will be at- 
tached only in case of male applicants 
between the ages of 16 and 29 unless 
there is a definite hazard at an older 
age. The company will interpret liabil- 
ity on outstanding policies which have 
war clauses, on the basis of the more 
liberal clause. 

Waiver of premium and _ accidental 
death benefits now cover the aviation 
hazard when insured is a fare-paying 
= on a scheduled passenger air- 
ine, 

The new aviation ratings provide for 
consideration of pilots and crew mem- 
bers on scheduled airlines for an addi- 
tional $5 per $1,000. The company has 
also liberalized most passenger travel so 
that it may now be secured at standard 
rates. Premium rate reductions of avia- 
tion extra premiums now in force will 
be considered by the company when 
prpper information is submitted. 














[|| AcTuaRies 


CALIFORNIA A 
Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


660 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


ILLINOIS 
DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La o> Street, Chicago, Illinois 
. State 1336 












































WALTER C. GREEN 
Consulting Actuary 
211 Wacker Drive 
Chicago 
Franklin 2633 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 3, Ill. 


meotlates 
- Worrman A i, Pig Franklin 4020 
Seswinchs Z. A, 
W. ti. Gillette, C. 4s. et 
L. J. Lally 


INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omaha 


























HARRY C. MARVIN 
Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 








MISSOURI 
NELSON and WARREN 


Consulting Actuaries 


915 Olive Street, Saint Louis 
Central 3126 














NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 








8 West 40th Street New York 














Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 











PENNSYLVANIA 





| 





ARE YOU neglecting your 


policyholders? By sending them the 
—— Buyers’ Digest each month 

ey'll know you are on the job, ready 
pg serve. Write the National Under- 
writer for samples. 





FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
E. P. Hiei 


THE BOURSE PHILADELPHIA 
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ASSOCIATIONS 


Texas Considers 
Paid Secretary 
At Officers’ Parley 


GALVESTON—At a meeting here of 
officers of the Texas Association of Life 
Underwriters the past presidents com- 
mittee was charged with responsibility 
for making an investigation and recom- 
mendations as to a paid secretary at the 
next annual meeting. It was also in- 
structed to work with the by-laws com- 
mittee to modernize and streamline the 
association’s organization and to arrange 
for an executive committee. 

President E. Dale Shepherd, Connec- 
ticut' Mutual, Houston, was in charge. 
Committee chairmen were named. 

The 1946 tri-city sales congress was 
set for Feb. 14-16, with the sessions at 
Dallas, Houston and San Antonio. It 
was also decided to resume the west 
Texas sales congress as soon as pos- 
sible. 

Wider use of members of the Leaders’ 








7 months of 45: 
Payments to Policy- 
holders are 13% 
above 7 months 1944. 
Gains of insurance in 


force, up 13% too. 


In the Garden Spot 
of the Middle-West 


Nationally? 
Insurance Company, 


Madison |, Wisconsin 














HOME OFFICE POSITION 


A Southern Life Insurance Company with more 
than 40 years of successful experience, operat- 
ing in 11 States has an opening in AGENCY 
DEPARTMENT. Man desired with field experi- 
ence who is capable of assisting in inducting 
and training Agents, together with the ability 
to edit Company monthly publication. Com- 
pensation very attractive. PREFERENCES: Age 
2% to 45; familiarity with territory desirable but 
not required. All replies confidential. Address 
C-50, The National Underwriter. 175 W. Jackson 
Blyd., Chicago 4, Illinois. 











Round Table of Texas and the Indus- 
trial Leaders’ Round Table for speakers 
was recommended by Robert Lyles, 
Western Reserve Life, Austin, immedi- 
ate past president. Fred Story, Wich- 
ita Falls, United Fidelity, chairman of 
the Leaders’ Round Table, suggested 
that local associations feature the lead- 
ing producers in their programs. 

A discussion of aid to veterans was 
led by Capt. Francis G. Bray, New Eng- 
land Mutual, Houston, a past president 
who is home on leave. He said that re- 
turning servicemen want to be treated 
like men who have been away on a trip 
and not pampered. The association ex- 
ecutives voted to cooperate with local 
associations and other organizations in 
providing life insurance information to 
returning servicemen, 

An official seal was adopted for the 
state association. 

The question of who the national com- 
mitteeman from Texas will be for the 
next year will be decided by a mail vote. 
Names to be submitted are those of John 
A. Monroe, Jr.; Great National, Dallas, 
recommended by the Dallas and Port 
Arthur local associations for reelection 
as national committeeman, and J. L. 
Lawrence, Lincoln National, San An- 
tonio. : 

The legislative committee was in- 
structed to study the problem of an 
agents’ qualification law. The work of 
the educational committee is being con- 
tinued. 


Schedule Okla. Conference 


A meeting of the Oklahoma Associa- 
tion of Life Underwriters has been 
scheduled for Nov. 7-8 in Tulsa. The 
conference will be conducted by rep- 
resentatives of the National association. 
Attendance will be limited to represen- 
tatives from each local association, as- 
sociation officials, and members of the 
Tulsa group. 


Chase Heads Colo. Association 


Warren L. Chase, Mutual Life of 
New York at Denver, and past presi- 
dent of the Denver association, was 
elected president of the Colorado As- 
sociation of Life Underwriters recently. 
The presidents of local associations affi- 
liated with the state group were named 
the vice-presidents: Helen Hankins, 
Penn Mutual, Denver; Edgar L. Greer, 
New York Life, Greeley; Erwin A. 
Willson, New York Life, Pueblo; Ed- 
ward G. Thomas, John Hancock Mutual, 
Colorado Springs, and R. E. Vander- 
hoof, Metropolitan, Ft. Collins. 


Charlotte, N. C.—At the monthly meet- 
ing a skit entitled, “You Planned My Es- 
tate, What Now?” was presented, This 
showed the proper cooperation between 
attorneys, life agents and trust officers. 
The cast included: Trust officer, C. R. 
Mauzy, trust officer Wachovia Bank & 
Trust Company; attorney, B. W. Barn- 
ard, trust officer American Trust Com- 
pany; prospect, J. R. Knott, manager 
Metropolitan Life; agent, M. W. Peter- 
son, general agent Lincoln National Life. 

St. Louis—J. Russell Bley, New York 
Life, has been named treasurer, and 
Thomas E. McCary, Jr., Penn Mutual 
Life, secretary. 

Jackson, Tenn.—Clyde R. Welman, Na- 
tional Life, Vt., Memphis, president Ten- 
nessee association spoke. Lewis C. Cal- 
low, General American Life, president 
Memphis General Agents & Managers 
Association was a guest and delegations 
were present also from Dyersburg, 
Milan, Trenton, Brownsville, Union City, 
and Humboldt. 


COAST 


Washington Department 
Backs Up on Work 
Status Rule 


SEATTLE — Reversing its previous 
interpretation of a change in the Wash- 
ington state unemployment compensa- 
tion act, the insurance department an- 
nounced solicitors and agents working 














exclusively on a commission basis 
would be regarded as “independent con- 
tractors” and not “employed” under 
terms of the act. As a result, employ- 
ers of solicitors and agents working out 
of company offices as commission pro- 
ducers will not be covered under the 
act. Under the Washington law, em- 
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ployers must pay 2.7% premium to the 
state up to the first $3,000 of annual 
compensation. 

The department clarified the status 
of insurance producers by ruling that 
all agents and solicitors working on a 
commission basis except those over 
whom there is a common law master 











Although John Q. Public values the life insurance that protects him, he 
has not yet learned to properly appreciate the counsel of his insurance 
agent. Here at Central Life, we appreciate the full importance of the role 
the agent plays in properly applying insurance to the best interest of his 
client. We know the value of his service . . . both to the client and to 
ourselves. We also know that life insurance begins with the agent. It is 
only after he has converted a prospect into a policyholder that life in- 
surance goes to work. That's why in our advertising, direct mail and pro- 
motional activities, we are primarily concerned with uncovering prospects 
for the agent and helping him to increased sales. 








The BRIGHT SPOT of OPPORTUNITY 


for a High Grade Man 
RIGHT NOW is... 


MARIETTA 
(OHIO) 


Address the Agency Department 


AMERICAN UNITED LIFE INSURANCE COMPANY 


A MUTUAL 
Established 1877 





COMPANY 


Indianapolis 
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and servant control exercised by the 
employer, are to be regarded as inde- 
pendent contractors and not covered. 
The problem arose after Governor 
Wallgren vetoed a section of the old 
law which granted specific exemption 
to insurance agents and solicitors to the 
extent they are compensated by com- 
mission. He vetoed after real estate 


and investment interests succeeded in 
extending the exemption to salesmen 
in these two fields. However, the de- 
partment’s new ruliag now restores the 
status of agents and solicitors employed 
on commission, with the possible excep- 
tion of those few who are employed on 
part salary and part commission. The 
latter category will be scrutinized by 





YOUNG BILL 


ILL, which is not his real name, 

had two strikes against him 
when he came with us. (1)—Bill 
had no previous selling experience. 
(2)—Bill was only 23 years old. 
Incidentally, Bill came to us with an 
honorable discharge from the U. S. 
Navy. 


But the credit report and aptitude 
test together with other plus factors 
gave us the “Go ahead” sign. So Bill 
was carefully inducted (every new 
man goes through our induction and 
likes it). 


The field supervisor, whom we'll 
call Jim, said, “Bill, follow my in- 
structions down to the last knock on 
the door, including a regular daily 
report back to me.” “Okey,” said 
Bill, and he and Jim went to work. 
Forty—fifty—sixty—seventy selected 
calls a week, week after week, 
month after month, until Bill’s wife 
wondered if he wasn’t overdoing. 
But Bill learned the value of hard 
work, of working by appointment. 
When the chips were down, he dis- 
covered the true worth of Fidelity 
Life’s plans and sales aids. He de- 
veloped initiative. 


“What about the results?’ you 
ask. Bill, his first five months, 
wrote $100,000 of quality busi- 
ness, based on our policy-owner 
rating chart. He is now shooting 
for $200,000 his first nine months 
ending December 31 of this year. 
By the time he is 25, he should 
be producing a minimum of 


Let me tell you the true 
“Sunshine” story of 





by Thomas O. Hertzberg, Sales Manager 
FIDELITY LIFE ASSOCIATION 
Fulton, Illinois 


$250,000 a year. Bill has a future 

with us! 
There’s more to this story. Jim and 
Bill worked out a birth congratula- 
tion mailing. We came through with 
the President’s Educational Endow- 
ment at Age 18. A winning combi- 
nation. 


Jim and Bill originated a wedding 
congratulation card mailing, tieing it 
up with our powerful “Sunshine” 
plan. Bang! Ten cards were mailed, 
seven appointments secured. With 
only the first three appointments re- 
ported on, two sales of $2,500 each 
had been made. “Send us more ‘Sun- 
shine’ folders,” they said. 
Which brings us right to the point 
of our story. Bill and our other 
underwriters are not working for 
us. We‘re working for them. Bill 
may be only 23 years old, but he 
is somebody. We listen to him 
and respect his ideas. Such treat- 
ment means an extra ration of 
satisfaction and pride for Bill and 
his associates. 


Now there are men with a better 
score than Bill had to begin with. 
They are thinking of advancement 
for themselves. Bill’s story will re- 
assure them as to the decision they 
should make. 








assets, $5,573,000. 


Life 


55 YEARS YOUNG...And Still Growing 


The Woodmen Society, in the best of health and still growing, 
becomes 55 YEARS YOUNG on June 6. In its 55th year it en- 
joyed the greatest gains of the past quarter-century — GAINS: 
In Membership, 8,639; in insurance in force, $19,969,000; in 


Entering its 56th year, its members and officers are inspired by 
this 55-year record of growth to strive for ever greater expansion 
of Woodmen fraternal and protective service. 


WOODMEN OF THE WORLD 


Insurance Society 
OMAHA, NEBRASKA 











+ 
agents, 


tracts. 





The Standard LIFE Association 


Lawrence, Kansas 
Not too large to give personal attention to individual 
Not too small to provide money-making agency con- 


++ & 
54th Year of Service 








the department, each individual case to 
be submitted for ruling. 





New Records in Cal., Ore. 


SAN FRANCISCO—The annual re- 
port of Commission Garrison of Cali- 
fornia will reveal the largest gross and 
taxable premium income for all lines 
in history. The figures, subject to re- 
view by the state board of equalization, 
show $637,157,118 gross premiums in 
1944 before return premiums and divi- 
dends. With these two items deducted 
the taxable premiums amount to $552,- 
343,329 producing $13,474,604 premiums 
tax, the largest ever to be collected. 

Oregon also had its biggest year. To- 
tal premiums for all lines in Oregon 
are placed at $68,900,000 compared with 
$62,930,000. 





Denies Officers’ Petition 


LOS ANGELES—Judge Schmidt, 
of the superior court denied a motion 
of officers of Guaranty Union Life that 
company properties and affairs be re- 
turned to them, and that Commissioner 
Garrison be discharged from the con- 
servatorship. At the same time he 
granted the petition of , Commissioner 
Garrison asking for authority to solicit 
proxies from policyholders of Guaranty 


“Union Life, and for a meeting of the 


policyholders to further carry out the 
provisions of the rehabilitation and re- 
insurance agreement on the Chapter 9 
companies. 





High Persistency Records 


Occidental Life of California an- 
nounces that 27 agents enjoyed 100% 
renewal of all business produced dur- 
ing 1943. In addition, 95 agents regis- 
tered renewal persistency of more than 
90% on 1943 business. 


FRATERNALS | 


Royal Neighbors Pays on 
Policy at Age 96 


Royal Neighbors of Rock Island, .IIl., 
has just paid its first whole life insur- 
ance certificate which has matured at 
the age of 96 years. The payment was 
made to Mrs. Emma C. Bookwalter, a 
member of Hiawatha camp No. 1162 at 
Minneapolis. The picture shows presen- 
tation of a $400 check to Mrs. Bookwal- 











ter in payment of the matured certificate. 

The ceremony took place at an event 
held by 10 Minneapolis Royal Neighbor 
camps in observance of the 50th anni- 


versary of the society. Mrs. Bookwat- 
ter is seated and left to right are; Mrs. 
Alice C. Nash, Hopkins, Minn., member 
of the board of supreme managers, who 
made the presentation; Mrs. Luella H. 
Ives, Minneapolis, Minnesota state su- 
pervisor, and Mrs. Florence Parker and 
Mrs. Lillian Bowler, both of Minneapo- 
lis, recorder and oracle, respectively, of 
camp No. 1162. 

Mrs. Bookwalter was born May 13, 
1849, and became a member of Camp 
No. 469, Wellington, Kan., Dec. 12, 1896. 
Recently she transferred membership to 


Minneapolis. She carried a whole life 
certificate based on the American experi- 
ence table of mortality and on May 13 
1945, became 96 years old, outliving the 
mortality table to become entitled to the 
face amount. 





Ryan and Costen Lead 
Modern Woodmen Clubs 


J. H. Ryan of Modern Woodmen in 
the New England states took first place 
in the Presidents’ Club for the first six 
months this year with $296,500 of busi- 
ness. Second went to B. S. McQuary 
of Missouri with $225,000; third to H. H, 
Hoffman of northern Illinois with $204. 
450 and fourth to C. H. Martin oj 
northern Illinois with $189,500. 

G. J. Costen of Alabama led in the 
Century Club with $97,000, however 
there were four other men close behind: 
P. P. Bain of Tennessee, second, $96, 
500; Tonius Strand of Washington, 
third, $96,100; Con Norris, southern Illi. 
nois, fourth, $95,000, and R. T. Samule, 
Kansas, fifth, $92,000. 





Manager J. A. Shaver Dies 


J. A. Shaver, North Dakota manager 
of Modern Woodmen, died at Mankato, 
Minn., following an "illness of several 
months. He started with the society as 
a district manager in Minnesota in 1926, 
Mr. Shaver was one of the society’s out- 
standing producers and was promoted to 
North Dakota manager in July, 1944. 





Minard Leaves Modem Woodmen 


Clyde C. Minard, Arkansas manager 
of Modern Woodmen at Little Rock, has 
resigned due to ill health. Matters re 
lating to Arkansas field work temporar- 
ily are being handled through the head 
office field department. 





Manager Jeffs Dies at 82 


Harry Jeffs, 82, of Berwyn, IIl., who 
was Illinois state manager for Ben Hur 
Life, died. 








LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
six years old — $118,500,521 in 
force. Mortality experience 1944 
—39.16%. Rate of assets to 
liabilities—110.11%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 
Herman L. Ekern, President 
608 Second Avenue So., Minneapolis 2, Minnesota 








“Since 1868”—the 
best in Life Insurance 
Service for Catholics 


CATHOLIC 


FAMILY PROTECTIVE 

LIFE ASSURANCE SOCIETY 

726%. WATERSTREET - MILWAUKEE 2, Wiss 
Whole Family Life Ineurance for Catholics 
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The myths are a nile from the truth about 


HEART DISEASE 
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M*™ myths and false beliefs have 
caused misunderstanding of the 
words, “Heart Disease.” Doctors say 
this results in nearly as much trouble 
as the disease itself. 


Truth, based on modern medical science, 
replaces doubt with facts . . . bringing 
new hope and comforting reassurance 
to all who have been worried about the 
condition of their hearts. 
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If you have the symptoms, you must have the disease. 


That’s not true! Such symptoms as pain or a feeling of 
oppression in the chest, shortness of breath, rapid or irregu- 
lar heartbeat, may be signs of heart trouble, but frequently 
come from other sources. 


Consult your doctor immediately when any of these symp- 
toms occur. His diagnosis, aided when necessary by the 
fluoroscope and electrocardiograph, may enable him to re- 
assure you that you do not have heart trouble. 





If you’re going to get it... you’re going to get it. 

That’s not true! Everyone, particularly those over 40, can do a 
great deal to forestall heart disease if they will follow the few 
simple rules for a healthy heart. 

1. Exercise regularly, but moderately. Stop before you get over- 
tired. 

Keep your weight down. If you’re overweight, bring it down. 
Get plenty of sleep—8 hours a night for most people. 


Eat moderately. Be moderate in use of tobacco or stimulants. 


wbwn 


Have a yearly examination by your doctor. Follow his advice. 


If you have heart disease you will be a permanent invalid. 

That’s not true! Thousands of people who have heart disease are 
leading useful and nearly normal lives by following their doctor’s 
advice. ‘ 


Did you ever hear the expression, “To live a long life, start taking 
care of a bad heart early?” There’s a lot of truth in it for people who 


Myth 
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AN 
know the limitations of their hearts and live within them. 
" For helpful information concerning your heart, send for the Metro- 
= politan’s free booklet, “Protecting Your Heart.” 
COPYRIGHT 1945——-METROPOLITAN LIFE INSURANCE CO 
li if THIS advertisement is one of a continuing series 
Metropo itan Li e sponsored by Metropolitan in the interest of a 
safer and healthier nation. It is appearing in 
Insurance Compa ny magazines with a total circulation in excess of 
30,000,000, including Collier’s, Time, Saturday 
(4: MOPTEE ESRF ER y Evening Post, Ladies’ Home Journal, Good 
: : ey) Housekeeping, Cosmopolitan, McCall’s, Ameri- 
Frederick H. Ecker, CHAIRMAN OF THE BOARD can Magazine, Woman’s Home Companion, Na- 
% Service men and women... keep Leroy A. Lincoln, PRESIDENT tional Geographic, Parents’, and Redbook. 
your Government Life Insurance! 1 MADISON AVENUE, NEW York 10, N. Y. y 
aoe 
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PREPARATION 


1S THE PRICE OF SPCC EIS 


_ One of the world’s great pianists was asked why he found it © 


four hours 
praclice 


every day 


Affiliated 


necessary to practice so assiduously after thirty years of | 
concert performance. 
“It is the penalty of being an artist.” he said. “IfI stop practic. © 
ing for one day, I can tell the difference. If I stop for two days, 


my family can tell it; if for three days, the world can tell it.” : 


The foundation of A‘tna sales leadership is preparation— — 
and practice. Scientifically prepared material for the sales- | 
man’s use, tested and retested. Methods by which the rep- | 
resentative can perfect his own sales technique, with the 
constant support of “organized selling” plans. 


Salesmen who have studied A‘tna tested sales plans and | 
memorized them have shown an immediate substantial 


increase in earning power. 
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